


eee FTO WIN THE PEACE! 


When old farm machinery airplanes and all of the other equipment it 
takes to outfit a modern force are coming off 
the lines. These are the things that will let 
us tell some misguided people that we aim 
to take care of ourselves and stand up for 
what we believe and know is right 

Double production takes more steel. Steel 
demands scrap metal. Right now scrap sup- 
plies are below safe inventories. It is esti- 
mated that 32!. million gross tons of scrap 
steel will be required to meet production de- 
mands this year. Next year we'll need more. 


can't produce for plenty — 
SCRAP it to produce for peace. 


How about that old sulky plow 

. or that worn out disc harrow . . . or 

that machinery that is just collecting rust 

in some forgotten patch? Is it worth any- 

thing to you as farm equipment? If not, it’s 

GETTING METAL SCRAP worth a lot as SCRAP! Yes, quite a lot in 

OFF THE FARMS IS A dollars and cents. . . but, multiplied by hun- 

dreds or thousands, it’s PRICELESS PRO- 

SAFETY MEASURE! TECTION FOR FREEDOM. TOO. So, look around. If there’s metal on your 

customers’ farms that can no longer plow, 

Right now, and for many days to come, or cultivate, or plant, or harvest or produce 

America is producing double. On one hand ... Help them SCRAP IT! Call on your 
we re producing to meet the greatest con- nearest scrap dealer for assistance. 

;) sumer demands in history. On the other, a : , . 

TURN IN SCRAP TODAY! \*» / second production line is rolling to turn out Put worn out machinery back into 

= ~~ the things that can keep us free. Guns, tanks, production... production for PEACE! 


ix, MINNEAPOLIS-MOLINE 


MINNEAPOLIS 1, MINNESOTA 
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‘Nat’ serves you up 
A package treat, 
For fastener sales 


It can't be beat! 
‘i 


C= Net gain to you with “National” 
packaging: 
i © Quality inside and out 
\\ —National” fasteners in the 
\) strong, serviceable “ National’ 
/ package. Dirt and finger marks 
_— t show on the glossy surfaces. 


¢ Double-easy identification, 
faster handling because carton 
labels are color-coded for 
each type of fastener, always 
easy to read. 


® Most complete line 

of fasteners made by any one 
maaufacturer, all in the same 
uniformly attractive and 
legibly labeled packages 


“National” products include: HODELL CHAINS— CHESTER HOISTS 





THE NATIONAL SCREW & MFG. COMPANY 


Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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High-Strength 
Roofing is 
Galvanized Steel 


oO; all the sheet metals commonly used in 


roofing, steel is the strongest and stiffest 


This means that a high-grade 
galvanized-steel roof holds the nails with 

a tighter grip, and has less tendency to 
tear or rip loose in high winds. It has 
better resistance to the shock of falling ice. 
It won't break or crack under the 

weight of a man when ordinary purlin 
root construction is used 


Bethlehem Stormproof Roofing is made of 
strong, durable steel, either plain or 
copper-bearing. Added to this steel is an 
adequate coating of zinc to guard it 
against corrosion. This combination 


provides a long-lasting roofing material 
that gives excellent protection from 
sun, rain, wind or snow 


An economical roofing, Stormproof does 
not have a high initial cost per square, nor 
does it require costly maintenance 


When you compare the service and price of 
Stormproof Galvanized Steel Rookng 
you can readily sec why it is in 

such great demand year in, year out 


Bethlehem Steel Company, Bethlehem, Pa. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 


gETHLEHEY 
STEEL 


STORMMPROOF COVERS THE SOUTH 
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No. 610 Hand Drill 
New! Enclosed geors for 
safety. Drills holes easier 
and faster to full ', “ 
capacity. Smooth action. 
Full size comfortable grip 
handle. 


STANLEY 
BORING TOOLS 


move fast 





No. 923 Bit Brace 

Heavy duty. New 
centering chuck. Stee! dad, 
boll bearing head. Coco- 
bolo hardwood handle and 
head. Strong, sturdy box 
ratchet. Entire chuck locked 
in place. Forged Universal 
jaws hold ail sizes ouger 
bits ond drills from 44" 
to's". Made in 5 sizes 
with 6" to 14° sweep. 


No. 100 Russel! Jennings 
Auger Bit 

Forged special analysis 
steel with hand filed edges 
for accuracy and longer 
too! life. Complete range 
of sizes — 

to 32/1 6ths. M 

between shor penings. 


Partners in skill for better boring, these Stanley 
Tools have the stamina... the accuracy... 

the easy driving action that customers like. 
Dealers like them, too! The Stanley line of 
Boring Tools is complete—all sizes and styles. 
You can sell every prospect with a minimum 
investment in stock . . . and at a boost in 
turnover .. . and profit. 

Concentrate on Stanley Boring Tools. . . They'll 
move like they work—fast. Check your supply 
and note these Stanley Tools on your 

Want Book, now. 


Stanley Tools, New Britain, Connecticut 
THE TOOL BOX OF THE WORLD 


STANLEY 


Hey Pat 


HARDWARE ® TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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THE SHELLS ~ 
WITH THE EXCLUSIVE ~“ 


SUPER-SEAL ' 
CUP WAD , 


OVER AND 


ia GAS 
CHAMBER ~ 
Sl 





So 


A NEW HIGH IN PATTERN UNIFORMITY because gas leakage 
is eliminated . . . either into the head of the shell or into 
the shot. To the shooter, this means (1) pattern UNI- 
FORMITY never before achieved (2) no loss of energy (3) 
no “balled” or deformed shot (4) no “leading” (5) no 
expanded brass to cause difficult extraction. 


SUPER-SEAL 
CUP WAD 
OVER AND 
UNDER POWDER 


WORLD CHAMPION AMMUNITION 


7 PA 2 comPLete LINE OF SHOTGUN SHELLS, 
_ a CARTRIDGES, TRAPS & TARGETS 
CONSISTENTLY ADVERTISED TO YOUR CUSTOMERS IN THEIR FAVORITE MAGAZINES 
WESTERN CARTRIDGE COMPANY, DIVISION OF OLIN INDUSTRIES, INC., EAST ALTON, ILLINOIS 
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Che Haralile of the 


a WS eb it came to pass that a man went unto a 
S% sporting goods jobber and said unto him: 

“Harken unto my cries—for J am a lean and 
hungry manufacturer. J have not the strength nor the 
means to sell to the retailer. Gnless thou shalt help 
me, surely J am lost. Therefore, job ve my product to 
the sporting goods field, and J shall be as the happiest 
and most qrateful of men.” 

And the sporting qoods jobber said unto him, 

“Behold, thou small manufacturer, J shall do 
even as ve wish. Go back to thy tent and make more 
of thy products. J and my men shall sell them to the 
retailers for you.” 

And the sporting qoods jobber and his men went 
forth and did labor mightily, and did burn the midniaqht 
oil to sell the product, and the manufacturer waxed fat 
and rich from the sales thereof. 

And it came to pass that the manufacturer now 
grown strong dID say unto himself: 

“Go to, wherefore now do J permit the sporting 
goods jobber to reap profits from my merchandise. Am 
J now not fat and rich? Therefore, will J sell direct 
to the retailer with mine own men and therefore will J 
sell also direct unto the chains and J alone shall reap 
the profits thereof. Werily now will J cut off the 
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Ungrateful Man 


sporting goods jobber from mp well of earnings and 
unto him will J throw only the crumbs.” 

Gnd he went forth and did even as he had spake. 
And others did do likewise and did forget that except 
for the sporting goods jobber they would still be as 
lean and hungry men. 

Gnd it came to pass that one manufacturer did 
raise up his voice in Double spread advertisements, and 
did cry out to his brethren manufacturers: 

“Go to, thou forgetful and foolish manufacturers. 
Know ve not that even as you cut the throat of the 
Sporting goods jobber so Do ve cut the throat of the 
sporting qoods industry, as a whole—ebven unto pour 


own throats.” 


aie As 
SES Gnd voice was that of the Western Fishing Line 
Company, who practiseth even as they preach, for: 


Western Fishing Line sells only through jobbers! 
No direct sales to any retailer or chain, no matter how big! 
No getting around the issue by sales to chains under a private label! 
One policy — and one only! 
SUPPORT THE JOBBER—FOR THE SAKE OF THE 
ENTIRE SPORTING GOODS INDUSTRY! 


David Lippey, President 


WESTERN FISHING LINE COMPANY 


Glendale 4, California 
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Double thickness—for extra strength 
Circular bearing surface makes chain run smoothly 


Round edges and sides reduce friction 


THE Fines sash CHAIN 
SOI 
YOU CAN SELL 


To homebuilders or homeowners, Hodell Sash Chain 
offers many special advantages over cord. It can’t fray, 
rot or break. It can’t kink or bend. It runs smoothly, 
silently, easily. Its cost is so low that it can be used to 
replace cord for repair jobs—and it can be used in any 
pulley made for cord. 

Why not sell your customers this superior Sash Chain? 
All sizes on 500 foot reels. Ask your jobber about Hodell 
Sash Chain—or any of the many other types of Hodell 


Chain designed to ‘‘serve the best” 


HODELL 
CHAIN 


Sewe the Bett 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 
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I Mondicall 


gu wrnoves M E TAL cante™ 
m 


& NO DRYING OUT 
Stays fresh longer 





NO LEAKAGE 
AROUND 
CONNECTION 
Newly developed 


piston seal 


NO LUMPS 
Smooth easy 
flow of calk 





TOUGH NOZZLE DURABLE 
Same as metal , Heavy Duty 


cartridge ; 
mvs PAPER cc 


DEVELOPED TO CUSTOMER SATISFACTION 


The Handicalk IMPROVED metal cartridge and the 

ee 7 heavy duty paper cartridge provide the complete answer 

- ; for better calking applications. The recent major improve- 

U ments made on the metal and paper cartridges—plus the 

tested and proved high quality of Handicalk calking com- 

pound is definite assurance that Handicalk customers 

RIGID NOZZLE will find fresh, easy-to-use calk under all handling and 
storage conditions. 











MIR TITE SEAL 





GUARANTEED 


The manufacturers of 





—~ ee Mere m. 
MIDAS AAA 








Handicalk will replace 
FREE OF CHARGE any 
cartridge from which 
the calk does NOT 
FLOW FREELY. 


| ener 8 
i ‘ % The Hondicalk metal 
cartridge hos the Good 
Housekeeping seal of 
approval 


suOveesevecebeveed 
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COLORS TO MATCH 


A good selection of Hondicalk colors to match paint 
TESTS—Metal cartridge tokes 10 Ibs. $000b-tteibenite guitare 0°08 Oa. gives the job a truly, professional, finished look. 
internal air pressure per squore inch opplied to metol cartridge without NO PAINT DISCOLORATION + NO STAINING 
without leoking. BURSTING. NO SHRINKAGE «+ EXCELLENT TENACITY 
NO SLUMPING + NO SONLAGE 
For dealer convenience, color of nozzle indicates calk color. 


ae. TRO ed 


Use METAL cartridges Use PAPER cartridges 2366 WOODHILL RD., CLEVELAND 6, OHIO 


with TWISTITE or WIRE- with WIRE-BAIL or bar- SOUTHERN DIVISION 
BAIL calking guns rel type commercial guns THE HUTSON MANUFACTURING COMPANY, Conyers, Go 
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MILLIONS CAN AFFORD SHOTGUNS 


WITH INSTANTLY VARIABLE CHOKE 
C-LECT-CHOKE* 


Last Fall, when these C-LECT-CHOKE® 

models were introduced, a few skep- 

tics said, “At these prices can they 

give top grade performance?” Now, 

with thousands in the field and every 

modest price. owner a delighted user, the C-LECT- 
CHOKE® has proved itself the finest 
there is. 


Any choke desired, instantly. 
Settings are positive and 
clearly visual, like a microm- 
eter. Barre! ventilated to re- 


Mossberg 16 ga. and 20 ga. 
models—fitted with C-LECT-CHOKE* 


—bring de luxe convenience at 
duce muzzle jump and recoil. 


*Pat pending 








$3195 


ce ae 


46 GAUGE 
$32.95 west 


_ Model #190. with of Rockies 
C-LECT-CHOKE™ 





= 
a 








LARGEST 22 CALIBER MAGAZINE 
CAPACITY IN THE WORLD— 30 SHORTS, 


4-POWER SCOPES 528% OR 20 LONG RIFLE CARTRIDGES. 


Model 1468 22 col = 


Scope above is new Mossberg del . _— action 3 $29.95 west of Rockies 
#2M4 with solid CAST mount ra ——— 

ition. at i 4 . ° ° 
pahog 7 per ade Sin un If you're a shooter you'll know what it means to fill this 
slides into graoves, milled long, long tubular magazine and settle down to fun, with- 


out frequent re-loading. A beautiful rifle, a top seller 
with practically every Mossberg dealer. 


WRITE for literature 
describing entire 
Mossberg line — "the 
liveliest firearms line 


ata P 0.F. | ossherg 
/ | & SONS, snc. | 


Colorful posters (11" =x 14”) promote gun clubs, 


FREE! friendly farmer-hunter relations, forest fire pre- 
vention and gome law observance. Send for yours. 14708 St. John Street, New Haven 5, Conn. 
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TheRight Bait gets the Big Ones | 


FREE SSIRCO 
SALES AIDS 


a big money for wide-awake dealers who sell 
LIFETIME Aluminum Roofing this fall! The best way to be 
sure of getting your share is to get the jump on the peak 
roofing season this fall with an aggressive Summer Sales 
Campaign! Promoting LIFETIME Aluminum Roofing this 
summer gives you bigger summer business and opens the 
door to record breaking sales! 

SSirco Sales Aids cost you nothing! Effective, hard- 
hitting literature, samples, displays and store signs give you 
good, sales-getting results at no expense to you! Newspaper 
mats and radio scripts eliminate Ad preparation costs . . « 
provide a powerful advertising campaign for only the cost 
of newspaper space and radio time! 

Write today for SSirco’s descriptive folder of Free Sales 
Aids or ask your SSirco Representative! Use the right “bait” 
and get the big LIFETIME Aluminum Roofing Sales this fell! 


SOUTHERN STATES 
IRON ROOFING COMPANY 











‘All new for’ 


=, ¥ a ) 
= neW | REO moweRS 

Sell the line neW | DEALER SALES HELPS 

that leads v new MERCHANDISING 


the Industry! \ V |neW | WATIONAL ADVERTISING 











Y |neW | SERVICE COVERAGE 
V |neW | promotions 


ee 
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REO'S BLOCKBUSTER CAMPAIGN Sells REO Power Mowers 


onto every block in your nn 
For cash-on-the-barrel-head cats proof of the power of 


Reo’s Blockbuster Campaign, ask any Reo Dealer. Gy " 
He’ll say: in 1951 Reo sold more power mowers than £ any 
other brand, bar none! ##"; Reo has what it takes— 
the top quality line—best features—best values—best 
dealer helps—best advertising to bring in the prospects. 
Reo’s full color ads in Life LIFE! Saturday Evening Post 
/POSsT| Parade fyLO iparade| ‘Gand This Week wis¥e (carried by 
over 55 leading newspapers) and Country Gentleman 
eee will be working overtime again in ’52, to reach 
every prospect with grass to cut in your community. 


There’s a brand new merchandising package to help 


you turn these prospects into bigger-than-ever-profits. 


But it’s important that you arrange for stock now 


with your wholesaler. Need we say Mower? 
REO SERVICE 


An augmented nation-wide sys- 
tem of service dealers, carefully 


NEW COUNTER BOOK and selected, factory-trained me- 


chanics, all help you keep your 


TIPS FOR EASY SELLING Reo customers happy; Reo has the 


: é » : ” most complete service organizo- 
Full Color literature written “behind . tion in the lawn mower field, an 
your counter,” makes it easy to turn — ¥ asset to every Reo Dealer. 
prospects into profits. “ 


NEW MERCHANDISING KIT 

Huge life-size floor displays, banners, window 
streamers, folders, local ads, TV film, radio 
announcements, all help you tell your customers 


CLASSIFIED TELEPHONE DIRECTORY to buy their Reo Mowers from you; mcrease 
en SERVICE your store traffic 9 vy 


| \ Place your name under the Reo 
, Lawn Mower heading in your clas- ORDER FROM YOUR WHOLESALER NOW 
sified phone book. Reo war aaa Demand for Reo Mowers is growing steadily—the market has scarcely 
ads tell readers to look for dealers been scratched. Indications are thot Reo dealers should arrange as 
names in the directory. quickly as possible for adequate stock to assure getting their rightful shore 
of the business. Your wholesaler is ready to serve you from his nearby 
warehouse. Write him today! 


REO MOTORS, INC., LAWN MOWER DIVISION, LANSING 20, MICHIGAN 


Makers os Gold Comet Trucks and the U.S. Army's Eoger Beaver Trucks 





THE DEMAWOIS FOR THE SHOISHELLS. 


SUPER-SEAL CUP WADS 
OVER AND UNDER POWDER 


PRODUCTS OF 





No gas leakage either into the head of the shell or into the 


shot. To the shooter, this means (1) pattern UNIFORMITY OL 
never before achieved (2) no loss of energy (3) no “balled”’ or 
deformed shot (4) no “‘leading’’ (5) no expanded brass to 

INDUSTRIES, INC. 


WINCHESTER 


YOUR CUSTOMERS SEE WINCHESTER oketherenl 
se sang sage an REGULARLY —y COMPLETE LINE OF SHOTGUN SHELLS AND CARTRIDGES 
° They Shoot Better Because They're Made Better 











WINCHESTER REPEATING ARMS CO. + DIVISION OF OLIN INDUSTRIES, INC. + NEW HAVEN 4, CON 
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[hese mony work 


M“™ U-S-S Dealers are familiar with the 
work that T.C.I. Farm Products Agents 
have done in the past to help diversify southern 
farm operations and increase the market for 
farm tools, equipment and machinery. 

Some dealers, however, are not aware that 
our Farm Products Agents are still hard at 
work, helping to frase the productivity of 
southern farms above their present high levels, 
and to expand even further the markets for 
American Fence, Tenneseal V-Drain Roofing 
and other products sold by the U-S-S Dealer 

Service to farmers is the principal activity of 
our Farm Products Agents. They have arranged 
and, at times, have even conducted, livestock 
auctions untl farmers recognized their value 
and set them up on a permanent basis. They 
help to establish central markets where buvers 
and sellers of farm produce meet regularly to 
ther mutual profit. They have discovered seed 
and cattle feed considered almost worthless in 
some areas and have arranged for their ship- 
ment to sections where they have brought good 
prices And they have been consulted during 
the planning of farm machinery specifically de- 
signed for use on southern farms. Out of meet- 
ings arranged by Farm Products Agents be- 
tween farmers, bankers, businessmen, county 
agents and extension service specialists, has 
come a mutual exchange of knowledge about 
farm credit, soil conservation, crop grading and 
marketing, dehydration, mechanization, farm 
diversification and other subjects 

Wherever T.C.I. Farm Products Agents ope- 
rate, they win good will for the products they 
represent—American Fence, Tenneseal V-Drain 
Roofing and the other U-S-S Steel Products 
you sell. The final result of their efforts is to 
build a better business for the U-S-S Dealer. 


TENNESSEE COAL, IRON & RAILROAD COMPANY 


GEMERAL OFFICES: BIRMINGHAM, ALABAMA ~- DISTRICT OFFICES: BIRMINGHAM - CHARLOTTE « HOUSTON « JACKSONVILLE - MEMPHIS - MEW ORLEANS ~ TULSA 


AMERICAN FENCE 
TENNESEAL V-Drain ROOFING 
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HOW 10 SELL MORE NIGHTLATCHES 


cm safe.- 


of your life / fi 


Youd = “th 
l youd give @ ~ illion & to ‘Pp 
| 


vain 
well, heres the el ai 


SELLING ; 
STARTS IN THE 0S 


Newsstand date 


e issue of 
= co 29 Sept. 26 


14,000,000 
HARDWARE 


You, and about 14 million others, will see this attractive _It’s rich in eye-appeal and human interest, but it also 
ad (reproduced in facsimile here) in the SaturDAy Eve- tells a convincing sales story for YALE nightlatches— 
NING Post this autumn. And because it’s such an excel- and it tells a vast audience that you will be ready to 


lent “stopper” for store windows or counters, we're supply them. So, mail your old nightlatch board Topay. 
including a reproduction of it in our big promotion kit. Tie in on this money-maker YALE has planned for you. 


YALE & TOWNE 


YALE is a registered trade mark. 
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THAN YOU'VE EVER SOLD BEFORE! 


this a big money-making deal for you! 


This is all you do to cash in on 
the biggest nightlatch promotion 
in YALE history 





We'll send you this “Big 3 Package” 


1, FREE! This colorful, hard-selling nightlatch board that 
fits neatly on your wall. It shows your customers six popu- 
lar YALE nightlatches and deadlatches—all easily detach- 
able for demonstration. 


eAn initial replacement supply consisting of 1 #21, 1 #36, 
1 #80, and 1 042 nightlatches, 1 +197 and 1 +2 deadlatches. 


- FREE! A package of dramatic window streamers and in- 
formative counter folders (use them for envelope enclosures, 
too) to point up the entire nightlatch promotion, help in- 
crease store traffic, and establish your store as local head- 
quarters for the finest in security hardware. 


Take these three easy steps today! 

1. Take off the latches on your old board. 

2. Fill out the double mailing tag you will receive from us or 
your distributor. Be sure to fill in your jobber’s name on 


the tag. 


« Wrap up the old board and mail it to us together with your 
check for $29.00 (covering only the cost of the merchandise, 
all the rest of the promotion package will be sent you with- 
out charge). 


Act today! Be sure you’re well supplied! 


THE YALE & TOWNE MANUFACTURING COMPANY 
STAMFORD, CONN. 
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HEARTH GLO Room Heaters are smartly 
styled to attract the eye —quality-built to 
give years of satisfactory service—and so 
moderately priced that shoppers find them 
hard to resist. 


Merchants who stock and feature HEARTH 
GLO Heaters are building profits while they 
cultivate customer goodwill. Talk to your 
Jobber’'s Representative about HEARTH GLO 
Heaters NOW. 


ROOM HEATERS 


JACKES-EVANS MFG. CO., ST. LOUIS 15, MO. eye) a ee ee 


cnt Fle cincuators 
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cee cece OUTSTANDING! 


Y our badge of admission to the NATIONAL HARDWARE SHOW gives you a strong grip on the Industry and 
its markets. 
Here is your opportunity 

Meet and talk to leading manufacturers 

Feel, see and compare the world’s largest array of hardware and allied products 

Get the latest trends on price, delivery and production. 

See new products shown to trade for the first time 

Secure new lines and franchises on products. 

Learn about the latest merchandising plans and packaging presentation. 

Discuss your own personal merchandising problems with manufacturers, 

Secure a complete guide to intelligent buying for the coming year. 
BUYERS—plan now to attend. Fill out and mail the registration coupon. Your 
admit you without further registration, will be mailed to you. 


OCT. 8, 9, 10, 11, 12 -- GRAND CENTRAL PALACE, NEW YORK CITY 


admission badge, which will 


Fill in and mail this registration 


Save time by registering NOW 
NATIONAL coupon and your admission badge will be mailed to you Please check 
below if you wish us to make horel reservations for you. 
(PLEASE PRINT) 
Name ———————S 
Firm eee aa aw orr 
ee ————EEEee 
a ess eS 
SH W Type of Seilients 7 a — panne 
Please check below the classification of your business. 


[1 Wholesaler O) Retailer [ Depr. and Chain Store Buyer 
OD Other 








nr 


© Importer-Exporter © Mfgrs’ Agent 0 Manufacturer 


331 MADISON AVE., NEW YORK y - © Please send us your horel reservation blank 
MURRAY HILL 2-4802 Minors under 18 yrs. of age will not be admicced under any circumstances 


FE ee 
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STEVENS MopEL 31] 


Double Barrel Shotgun 

















Famous Savage—Stevens— Fox “First in the Field” 
display card, in full color. Free to dealers 


SAVAGE SALES CALENDAR 
1951 SEPTEMBER 1951 


Value, features and proven dependability are a three-way sales com 
bination that you know are hard to beat! When you sell STEVENS 


double and single barrel shotguns you can offer shooters ai/ three 


STEVENS MODEL 311 Double Barrel Shotgun 


Point out that a double barrel shotgun—and on/y a double—gives the 
shooter the instant command of two shots, the split-second ction of tu 
aifferent ¢ he 

Stress these sales points Fine gun features at moderate 

hammer, sear mechanism (used in most high priced 

crisp trigger pulls—split second hammer fall. G 


well designed wood stock and fore-end full leng 


STEVENS MODEL 94 Single Barrel Shotgun 
It's “'Ferst in the Freld"’ with these sales features: Posi 
can't shoot loose... unbreakable coil springs .. two-way tot 
convenience of ether right or left-handed shooters 

. tapered barrel for strength and balance barrel and lug 
one piece —a fine gun feature found on all Stevens single 


shotguns 


Remind customers that Stevens single and doubl 


have heen proven, over the years by more than 


SAVAGE ARMS CORPORATION 


Firearms Division ( hicopee Falls Mass 





stevens mover 94 


Sir Barrel Shotgun 


gic 
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REYNOLDS vé*® ALUMINUM 


5” Ogee or Half-Round—smooth 
or stipple-embossed finish 


3” plain and corrugated round 
downspouts. 234” x 34%” ani 


downspouts for Ogee. 


Complete accessories. 
Whatever may be the immediate situ 


ation on production of aluminun for anybody to put up 


Slip joint connectors make them easy 
It's a quick 
gutters, you can be sure they are a sale, for a quick job! Check your job 
permanent fixture in the building ber for existing stock remember 
supplies and hardware business. And aluminum's expanding capacity 


the big reason is that these gutters promises increasing supply. Mean 


; 


are a permanent fixture on each lucky while, get the facts. Mail the coupon 
customer's home. . . rustproof, corro Reynolds Metals Company, 
sion resistant, never needing to be Building Products Division, Louis 


painted, never staining the wall ville 1, Kentucky 


Reynolds Metals Company, Building Products Division 
2007 South Ninth St., Lovisville 1, Kentucky 


Please send ful! information on 


Insulation Gutters 


Nome 


Address 


REYNOLDS ALUM 


RESIDENTIAL WINDOWS REFLECTIVE INSULATION FLASHING NAILS WEATHERBOARD SIDING CORRUGATED AND 5-V CRIMP 
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Home, Car, Personal Property, All Insured 
IN ONE NEW POLICY! 


One Policy takes the 
Place of Five or Six! 


Up until now adequate insurance 
protection has required two or three 
policies on the house, two or three 
policies on the car, plus perhaps a 
personal property floater and a per- 
sonal liability policy. Now, for the 
first time in history, you may have 
all of this protection in one Federated 
Mutual Personal All-Purpose Poli- 
cy*! It means simplicity for you 
and economy for you never before 
possible. Now there need not be five 
or six policies all expiring at dif- 
ferent times. 

It is not necessary that all cover- 
ages offered in the policy be taken. 
Any combination may be selected. 
The entire premium can be paid at 
one time or may be budgeted evenly 
over a given period. The following 
important coverages are offered: 

1. Fire and Extended Coverage on 
the home and personal effects 
(Rental and Additional Living 
Expense can also be included). 

. An All-Risk coverage on per- 
sonal property in the home or 
anywhere on the globe. 

. Complete Automobile insur- 
ance protection including med- 
ical payments. 

. Personal Liability insurance. 

. Residence and Outside Theft 
insurance. 


6. Residence Glass insurance. 


Federated Mutual is in a unique 
position to introduce this new pol- 
icy, as it is one of the few companies 
in the country to provide both fire 
and casualty insurance in one com- 
pany. This new policy marks an im- 
portant step in simplifying and 
streamlining responsibility. The Fed- 
erated Man represents no other com- 
pany. You receive all the above pro- 
tection in ONE policy, sold by ONE 
man who is the direct representative 
of just ONE company. 


For more information on this new 
policy, get in touch with your friendly 
Federated Mutual Man. His name 
may be in your telephone classified 
section, or write directly to Feder- 
ated Mutual, Owatonna, Minnesota. 
*Not written in all States. 
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FEDERATED’S 
POLICYHOLDERS 


CWTON HARDWARE CO. 
HARow, 


Charles Newton, owner of the 
Newton Hardware Company, Bu- 
chanan, Georgia, is a Federated pol- 
icy holder who, in addition to man- 
aging this and another hardware 
store he owns in Tallapoosa, Georgia, 
finds time to devote himself to the 
improvement of his community. He 
has been prominent in the movement 
in Georgia to make the home towns 
more attractive to the young folk 
and thus encourage them to stay in 
Georgia and prosper. Readers’ Di- 
gest ran an article on the plan. Mr. 
Newton calls it “bluebirding”’. Fed- 
erated Mutual is proud to serve Mr. 
Newton’s insurance needs. 


Security: If you think you're go- 
ing to be happy and prosperous by 
sitting back and letting the govern- 
ment take care of you—look at the 
American Indians! 

— Houghton Line 


Character: There’s such a thing in 
human nature as character. It’s not 
quite the same thing as personality. 
Generally, personality is something 
you can’t help. It comes from good 
health, good looks and a particular 
kind of nervous system. Character, 
on the other hand, is something ac- 
quired painstakingly. Personality at- 
tracts a lot of curious interest. Char- 
acter commands respect and admir- 
ation. 

— Advertising Age 


Séderaled Muleal 


Questions about Insurance? 


Ask Sederaled 
QUESTION {() BOX 


Q. Can bills, currency, deeds, 
money, etc., be insured against fire? 

A. No. They are expressly ex- 
cluded in the fire contract. 

Q. In speaking of fire insurance, 
what is profits insurance? 

A. Profits insurance covers profits 
on finished manufactured goods or 
materials. 





SUPPORT YOUR ASSOCIATION! 


One of many association services 
is that of auditing your freight and 
truck bills to determine if you have 
been overcharged. If you have, claim 
is filed and collection made for you. 
Every member should send his 
freight bills to the association an- 
nually for audit. It’s good business 
to belong to your association and to 
help keep it strong. 


Politician: One who can be une- 
quivocally and unshakably on both 
sides of any issue. 

ArcH W. JARRELL 
Grand Island (Neb.) Independent 
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MA, NO HANDS ” 
16 A FOOLHARDY STUNT... 
NEXT TIME AROUNO — 
“NO TEETH IN FRONT”,7 
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IMPLEMENT ond HARDWARE INSURANCE COMPANY *%& OWATONNA, MINNESOTA 
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WINCHESTER 


TRADE-MARK 


SELL SHELLS 


For Long Range, 
OPE viemer tute 
And All 
Shooting... 


Shooters depend on the extra power 


and punch built into Winchester ammuni- 


tion, The SEALED GAS CHAMBER Place your order 
has helped Winchester shells set a * with your 
new high in long range performance KING HARDWARE 
Take advantage of this popularity SALESMAN TODAY! 


and stock your shelves with 


the shells that. sell. 


Distributed by 


KING HARDWARE COMPANY 


490 Marietta St. 
Atlanta, Ga. 
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A PROFIT WINDFALL—— 





100th ANNIVERSARY PYREX SPECIAL 
ALL & PIECES 


(Regularly priced at $7-3Q!) 


Only, 985 


eT Tuts set of 8 sparkling es of PYREX Ware—the 
G' ee ei ee ya at an impor- 
tant saving. You'll find dozens of uses for every piece in the 
set. Get several t zift 
The beautiful 


mart, wide, casy-to 


use a5 2 
I-quart casserole, newly designed, with 
grasp handles 
the casserole cover—it doubles as a hand- 
serving dish 


stard cups—so handy g0od-look- 


Then there's 
some baking or 
THEN there 


ed edges. 5-07. size 


are 6 cu 
ing with flut 
And you get all 8 wonderfully useful PYREX Dishes 
for only 98°! Regularly $1.39. 
Get this special set now. Get one for yourself. Get several 
others to use as gift 
Special prices, too. when you buy them seporately 


1-QUART CASSEROLE 59 
with uTITY CovER (Reguierty Pc) Onty § woh 

ter set 

S-OUNCE CUSTARD CUPS (Reguierty BQ¢ fer six) Only 39: of ox 

You'll never match these bargain prices 

shopping now! (This offer good for limited time only.) 


better do your 


THERE’S ONLY ONE PYREX WARE— LOOK FOR THE NAME STAMPED IN THE GLASS 
Other PYREX Ware treasures —needed in your cupboard! 


eG > 


PYREX Pie Plote 
Bakes pies quickly—with a 
light, Mak y undercrust. 84-inch 
size 29¢. 10-inch size 4% 

94-inch size 39¢ 


c> 


1 oe 


PYREX Round Cake Dish 
For cakes, of course! Perfect 
too, as a shallow casserole, for 
serving vegetables or dessert 

BYy-inch size 59 


” ~ 
AG 
wo 
PYREX Clear Bow! Set 


A nest of three clear glass bow!ls 
for muung, serving, or for bak 
ing. !-,1'¥4- and 2Y;-qualt sizes 


$1.39 


P=—~ | “a 


mL 


« | PYREX 


PYREX Oven Rooster Flamewore Soucepon 


See how the Sunday roast is With flat bottoms and lock-on 
Use top and bottom covers. I-quart size $1.95 
quart size $2.45 


1\-quart size $2.25 


cooking 
as separate baking dishes 
3-quart size $1.39 


i 
+— 





PYREX 

Flamewore Double Boiler 
For perfect sauces and frost 
ings—or use as 2 saucepans 


1Yy-quart size 93.45 





PYREX Hostess Set 
im color! 1Y4-quart covered 
casserole with 4 individual ram 
ekins. Red or yellow $2.95 





PYREX 
Flavor-Saver Pie Plote 
High fluted edges retain juwes 
and flavors. 10-inch size 6% 
Munch size SPE 





| 
| 


PYREX 
Colorware Casserole 
in gay red or sunny yellow 
1Ya-quart size $1.95 
2\4-quart size $2.25 


PYREX Color Bow! Set 


Four bowis—for mixung, bak- 
ing, serving. Each bowl a dif 


ferent color $2.95 


PYREX WARE-« prooucr ore CORNING GLASS WORKS 


Pres tes regtecered wade mmrt of Coremg cman Works Ceremg = 1 











ol ~ 


BN, \U | Womans Day : Ty) Te 


Oun 
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AND IT’S COMING YOUR WAY! 





os This promotion will bring customers into your store! 


This full-page stopper ad will appear in the Here are bargains that will mean 


September 15th issue of the SATURDAY EVE store traffic for YOU. 


NING POST (on the newsstands September 12 ain 
he retail prices on these popular PYREX WARI 


Full-page ads which will promote the entire dishes are reduced from September 1, 1951 to 
PYREX line and feature these special bargain November 30, 1951' After November 30, these 
prices will appear in the October issues of GOOD _ prices return to their previous levels 
HOUSEKEEPING, LADIES’ HOME JOURNAL 
WOMAN'S DAY, and COUNTRY GENTLEMAN' 


Large space newspaper ads—during the first 


part of September will promote these bargains YOUR MARK-UP IS PROTECTED! 


PYREX television programs will feature this 





You may purchase these items from 
promotion. , 

your regular PYREX WARE distributor 
from now until November 15th at the 
reduced prices less the regular PYREX 
WARE discounts! 











FREE ADVERTISING AND DISPLAY KITS! 


Be on the lookout for your FREE kit of display and 
advertising material that will reach you about August 
10th. The kit includes 


% A mounted reprint of the SATURDAY EVENING Be sure you're ready when 


POST advertisement! 


this special offer breaks! 
ORDER TODAY! 


* An 11"x 14" point-of-sale display card featur- 
ing the special reduced prices. 


* A special tie-in newspaper mat, usable as a 1-, 
2-, or 3-column advertisement. 


% An order form to help you fill in your PYREX 
WARE stock. 


Use this FREE promotional material 
to make YOUR store 
PYREX WARE headquarters! 





? . A product of 
‘ASS woRKSs Corning Glass Works 
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THE BARRETT DIVISION 


205 W. Wacker Drive, Chicago 6, Il. 
1327 Erie Street, Birmingham &, Alc. 
36th & Gray's Ferry Ave., Philadelphia 46, Pa. 


*Reg. U. 5S. Pat. Of 


"4 


HAVE YOU GOT THE 


RIGHT ROOFING TO SELL THEM? 


Today, with many consumer goods hard-to-get, a 
prosperous public is turning to home building and 
to home maintenance and repairs. 


Here’s a tremendous roofing market! Some 800.000 
new homes this year, even after allowing for building 
restrictions. And, literally, millions of reroofing, 
maintenance, and repair jobs! 


Have you got the right roofing to sell them? 


Barrett* Asphalt Shingles—not only in a wide variety 
of “‘conventional”’ designs, but also top-flight, exclusive 
design, lock-type shingles—are approved by 
Underwriters’ Laboratories, and meet every roofing 
requirement at moderate cost. 


They are extensively advertised in smashing full-page, 
full-color space in The Saturday Evening Post and 

in farm magazines. An unmatched sales-promotion 
program is also available. It includes everything you 
need to find prospects and close sales—from colorful 
store and job signs to window and counter displays, from 
powerful direct mail campaigns to samples and 

selling manuals. 


So get in touch with Barrett today. Have your Barrett 
representative give you full information about 
products, prices, deliveries, advertising and promotion 
backing that really help you sell. 
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Building Customers For You... 


DAMM ADVERTISING nd 2 
WORLD TAWIOUS REPUTATION 


There are many things that 

distinguish genuine WINCHESTER 

firearms from all the rest. You can 

particularly notice the complete confidence 

people have in the Winchester trade 

mark built by consistent product superiority and 


backed by powerful, year-round advertising 


For 1951, too, Winchester promises you the same 
high quality, advertising support, and 

customer satisfaction that not only 

produce sales, but also make 


customers tor your store 


_s 
1 


WINCHESTER toma 


-. 
TRADE-MARK 
= a ag ~~~ - 


PET a RIFLES and SHOTGUNS sieee 1866 


PRODUCTS OF OL INDUSTRIES, INC. 











Winchester Repeating Arms Co., Division ef Olin tndustries, tnc., New Haven 4, Conn. 
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FEATURES 


Blade and front strap a single unit. 


Blade and straps forged from High Carbon Steel 


Blade and lower section of socket carefully 
tempered. 


Straps are pre-formed 


Uniformity in lift and balance of every tool - 
hang and balance never change. Pre-forming 
of straps the guarantee 


Strength comes from its tubular shaped 
tempered socket filled by handle driven 
in under great pressure. 


APPROXIMATE 
WEIGHT 3% 
to 3% Ibs. 


LIGHTER ##/ STRONGER 


FEATHERLITE meets railroad track 
shovel weight test of 200 pounds! 


rtsk Your Yotber 


parxerssurc. w va. AMES BALDWIN WYOMING CO.  jontn easton, mass 
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There's turnover in RB& W's 
“upside-down” package! 


ee 





Profits aplenty are packed for you in each unique 
RB&W “upside-down” package 

Displayed on your shelves, the attractive red and 
green colors catch customers’ eyes and the easy- 
to-order-from label (big black type, white back- 
ground, with the product pictured) clinches the sale 


When you open the package to fill the order, the 


clever “upside-down” feature comes in mighty 
handy. You can’t spill a single RB&W bolt, nut, screw 


RUSSELL. BURDSALL & 


WARD 





or rivet the label’s upside-down so the cover will 
be always underneath and the bottom won't drop 
out. Its strong, light, Brightwood construction can 
take constant opening and closing without bending 
or breaking. 

Stock and feature the complete quality line of 
RB&W bolts, nuts, screws and rivets a great 
hardware staple that’s always in demand, never out 


of style, sure to build traffic 


BOLT AND NUT COMPANY 


Plonts of Port Chester, N Y., Coraopolis, Pao., Rock Falls, ill, Los An 
geles, Calif Additional soles offices at Philadelphia Detroit, Chicago 


Chottenoogo, Dolles, Ooklond Soles agents at: Portlond, Seattle 


Available at leading Wholesale Hardware Distributors from Coast to Coast 


Wen 


CP CIN OLE HAA AD 


106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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‘A; Kemington Dealer Letter 


BRIDGEPORT, 


V’LL HAVE WHAT YOU WANT 
IN JUST A MINUTE, SIMPLY BY 
TAKING THAT BARREL OFF AND 
PUTTING ON YOUR 28-INCH 
MODIFIED. THESE ““Wingmaster”’ 
BARRELS ARE INTERCHANGEABLE, 
THIS “’Wingmaster”’ REQUIRE NO FITTING 


IS A BEAUTY, BUT € OF ANY KIND. 
| WANT A 28-INCH 
MODIFIED CHOKE 
BARREL. 





A moment’s time . . . a twist of the wrist and you can make 
any Remington ‘“‘Wingmaster’’ Model 870 the shotgun with 


for extra-barrel sales... the one barrel length and boring your customer wants. This 


For on-the-spot sales... 


exclusive design feature gives the Remington firearms re- 


stock the Remington ““Wingmaster’ tailer a triple sales advantage: 


Model 870 shotgun oe 1. By stocking a few extra barrels of different specifica- 


tions, you will always have the right gun for your customer, 

and a few extra barrels. by simply selecting for it a barrel of the specifications re- 
quired for his kind of shooting. Just take the barrel off and 
put on the one he wants. 


2. When selling a ““Wingmaster” to that hunter who likes 
to shoot different kinds of game, sell him extra barrels of 
different lengths and of different degrees of choke boring. 


3. Follow up previous sales of ‘“Wingmasters.”” Present 
owners of this gun are also good prospects for extra barrels. 
They will fit any ““Wingmaster”’ now in use and any sold 
in the future . . . without adjustment of any kind. 


At a cost only slightly higher than most muzzle devices— 
which restrict the barrel to one length for all types of shoot- 
ing—the shooter can obtain ‘““Wingmaster”’ barrels of the 
right length for his specific types of hunting. Plain barrels for 
the “"Wingmaster” Model 870 are available from your sup- 
plier in the lengths, gauges and borings listed below. 


12 GAUGE 16 GAUGE 20 GAUGE 


CHOKE LENGTH CHOKE CHOKE 
Full 28" or 30 Full 2 Full 
Mod 28 Mod a” Mod 


Imp. Cyl 26 Imp. Cyl 26 Imp. Cyl 


NOTE: Model 870 matted top surface and ventilated-rib barrels, though not requiring any special fitting 
must be selected for the particular gun to insure proper alignment of matting on top of the barrel with 
that of the receiver 
ow; “ _ 
Wingmaster” is Reg. U.S. Pat. Off. by Remington Arms Company, inc., Bridgeport 2, Conn 
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KOOL KABINET 


The Kool Kabinet is one of the most popular heaters on the 
market today because it combines beauty with extra safety 
Unique baffle arrangement directs heat out the front of heater 
at “chair level” while back, sides and top remain safely cool 
Safe to place near drapes or furniture if adjusted to rated 
capacity. Baked-on enamel finish. Louvers Armco aluminized 
steel. Also made in 40,000 B.T.U. size (Model #2040). AGA 
approved for Natural, Manufactured and LP Gas 


MODEL 2020 
20,000 8.T.U 


ROYAL MAKES A FULL LINE 
OF THE FINEST GAS HEATERS 


Royo! Gos logs ore 
proven favorites be 
couse of their beauty 
and dependability 
It tokes a close look 
to tell them from rea! 
oak logs. 22,000 and 
30,000 B.T.U. sizes 
BA.17 Andirons shown 
ore extra a 4 . me 


Write today for illustrated folder and name of your 
nearest Royal distributor 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


MAIN OFFICES: 105 DELMAR STREET 
CHATTANOOGA 6, TENNESSEE 


1°) Al Since 





~ <5 ways to 
~ make exe 


CARDED 
HARDWARE 


These best-sellers in hardware—bolts, braces, cabinet 
hinges, hasps—need only be seen to sell themselves. Stanley 
has carded the most popular (fifty-five items in all) for easier 
display, faster turnover, and bigger hardware volume. 

Each card is a complete sales unit, designed to identify the 
item quickly, and save the salesman’s time (all items are 
packaged with screws securely fastened to the card). All you 
STA N LEY have to do is ring up the sale! Display Stanley Carded Hard- 
ware on your counter and in your window. Make extra 
Reg. U.S. Pat. Off. profits. The Stanley Works, New Britain, Connecticut. 
HARDWARE + TOOLS «+ ELECTRIC TOOLS + STEEL STRAPPING + STEEL 


Remember . . . Three Hinges To A Door 
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Washington News 


- « « « « Orders, Regulations. Priorities 





Congress Extends Controls: 
Price Rollbacks Prohibited 


WITH BUT A FEW hours to go be- 
fore expiration of the government's 
program of controls President Tru- 
man, on June 30, signed a congres- 
sional measure extending govern- 
ment controls on prices, wages, 
credit, etc., another 31 days. Dur- 
ing the interval, Congress has re- 
examined closely the entire con- 
trols structure, though few ob- 
servers expect any drastic changes 
to be enacted in a new bill 

While this last minute action 
saved the controls program from a 
complete fold-up, the temporary 
measure contains limitations which 
struck a body blow to OPS Chief 
Michael Di Salle’s plan for some 
rollbacks in prices. The 31-day 
extension of the law prohibits roll- 
backs and will prevent OPS from 
effecting CPR-22, CPR-30, etc., 
manufacturers’ price control 
ders which provided for price roll- 
backs in some instances and in- 
creases in others. The orders ini- 
tially were designed to place man- 
ufacturers’ prices at pre-Korean 
levels with upward adjustments 
allowable where labor and materi- 
al costs have the out- 
break of the Korean war 

With the signing of the exten- 
sion measure, OPS immediately is- 
sued a general overriding regula- 
tion freezing all manufacturers 
prices at June 30 levels 

In cases where manufacturers 
have already established new ceii- 
ing prices under the manufactur- 
ers’ price control regulations 
whether advances or rollbacks, the 
new ceilings will remain in effect 

The extension bill not af- 
fect regulations governing distrib- 
utors such as the retail markup 
regulations CPR-7, or CPR-34, the 
regulation covering services 

The prohibition of rollbacks a 
tually subjects to a penalty those 
manufacturers who voluntarily 
held down their prices during the 
weeks immediately prior to the 
time price controls were enacted 


or- 


risen since 


does 


When 
order 


general elling pri 


the rt 
came into effect their pri 


volunt 


these I 
prohibition 


the 


are 


were frozen at 
levels. Now, with 
of rollbacks, they denied the 
legitimate increases that 
have been possible under CPR-22 
CPR-30, etc 

In contrast, manufacturers 
ignored the government's 
for voluntary price controls 
raised their prices to high 
are protected. Prices are frozen at 
these high levels by the general 
ceiling price regulation and OPS 
under the new law is not 
ered to roll prices back 


” 


might 


who 
request 
and 
levels 


empow 


NPA Proposes Cuts in 
Builders Hardware Items 


AS AN ADDITIONAL means of con- 
serving metals, the National Pro- 
duction Authority has proposed an 


Toys Placed Under 


AMENDMENT to CPR-7 
OPS has brought under the mar- 
ginal control regulation for re- 
tailers, toys, games and Christmas 
decorations. The new ruling mean 
that who do a large ] 
ume of business and who sell toys 
faced with the pri 


IN AN 


dealers ve 


may again be 
pect of filing price charts 

The amendment requires retail 
ers to file charts for the new cate 
gories within three months 
June 30. the effective 

A special method of 
price 
October 1 
base period 

The amendment may c: 
difficulties for many retailé 
cently, stores with volume 
$100,000 or with 


tain categories of less than 


from 
date of the 
amendment 
preparing 
use of an 


charts involve 


December 10 


inaer 
volumes in cer- 
$60,000 
were allowed to remain under cov- 
erage of the General Ceiling Price 
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order which would mplify 


standardize builders finished hard 
Under the 
production would be cut 
30,000 to 4,000 items 
In a letter to 
Manly Fleischmann 
istrator 


ware proposed order 


fy 


manuti 
NPA 
has urged tha 
posal be studied and 
tions be submitted 
As the 


written 


tentatively 
build 


orael 


order is now 
only those items of 
ers hardware listed in the 
put into production, un- 


producer 


could be 
less a qualified for a! 


exception 
. 


Pricing Rule 4 Amended to 
Prevent Margin Squeeze . 


Tue OPS HAS amended Pricing 
Rule 4 of Ceiling Price Regulation 
7 so as to prevent severe squeezes 
on the margins of 
This was the price ruling used by 
determine their mar 

the invoice cost of 


some retailers 
retailers to 
gin on an item 
which was between other costs on 
their pricing chart 


(Continued on page 56) 


Coverage of CPR-7 
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And for 


business 
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Regulation 
an annual 
$100,000 including 
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addition of 
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NEW dual-purpose SIGN ON DIXISTEEL FENCE 


The distinctive, new all-metal sign on each At the point of use — When your cus- 
roll of DrxisTEEL Fence is a double-duty tomers put up the fence, the sign becomes 
salesman for dealers. a part of the installation — hangs right on 


At the point of sale—In your store or the fence at the point of use. It is a constant 
out in front, this new sign quickly sdeneiGes reminder to all that this good-looking fence 
the fence you sell as DIxIsTEEL — the fence is DixisTEEL Fence. Order it by name from 


preferred by your customers. your wholesaler or jobber. 


PUT THIS DOUBLE-DUTY SALESMAN TO WORK FOR YOU 


Display Dixisteet Fence with —— When Drixistert Fence is put 
e¢ new all-metal sign facing Se a —~ up, the sign becomes a part of 
¢ Or street traf » the installation. It identifies the 

customers know fence as DixtsTert reminds 

you are headquarters for Dix1 everyone who sees it that here 
sTett Fence Southern made is another stretch of the fence 


os 
tor Southern needs you sell 


FIELD FENCE DIXd5 I » BARBED WIRE 


ATLANTIC STEEL COMPANY ¢ ATLANTA, GEORGIA 
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TO THE 
ORDER OF 


Monthly 


Incentive Pay 


boosts sales 20% and cuts 


employee turnover 


By B. Miller 


} INCENTIVE PAY plan used by This is the most effective ir Manager Carl M. Hogshead 

the Cherrydale Hardware Com centive plan I know of because the _— a ea Larry ame 
mas » Arlincto 4 ot « ae = . aation ent lis : check to floor salesman, Samue 
pany, Arlington, Va., not only ha higher the sales voi ume the lowe J. Hughes. The amount of this 
educed employee turnover sub- the payroll expense. That may incentive pay is based on sales 
stantially, but also has boosted sound contradictory said Sitki: in excess of assigned monthly 
sales quota. The plan has 
helped reduce employee turn 

over 


sales 20 percent but let me explain how I arrived 
Devised by Morris Sitkin, owner at my incentive plan 

1f the store, as a stimulus to sales Sitkin always had felt that em 
with monthly benefits to aggres- ployees should share in the gros 

sive salesmen—the incentive plan volume they produce. He had trie 

assigns a monthly sales quota, periodic salary increases but hould run no mo! 

based on salary, to each employee found that such a plan did not an slightly above 

On sales exceeding that quota em- swer his particular needs. Even Doing a yearly volume of ap 

ployees with the company less. tually, the results of a business proximately $100,000 himself, Sit 

than one year receive a 3°7 com- survey came to his attention, and Kin began attempting to work out 

mission, while employees with the from this he learned that payroll a formula which would bring his 

company more than one year re- expense of a store doing a business payroll costs to a little more than 

ceive a 5°7 commission of $100.000-$200.000 annually 8 or about 4° below the 12° 
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Manager Hogshead, shown here selling kitchen ware, does not partici- 


pate directly in the incentive plan. 


Owners of the store feel that the 


manager, who has to supervise salesmen, plan displays, and handle 

some of the buying, should not have to be concerned with actual selling. 

Consequently, Hogshead receives a flat weekly salary and a 1°. com- 
mission on gross sales. 


figure. Studying his own payroll 
he discovered that it rose to 13°% of 
gross volume at times, though oc- 
casionally it dropped to 10 and 
even 9% He decided that 10% 
would be the danger signal for his 
business. When his payroll ap- 
proached 10 percent of his gross 
sales volume, he would be aware 
that it was time to study sales re- 
sults of individual salesmen. He 
concluded that he could well af- 
ford to pay his employees 8° in 
salary plus certain incentive pay 
on their sales, provided individual 
sales were sufficiently high 

So he arrived at the following 
decision after computing gross vol- 
ume and payroll costs in his own 
business an employee whose 
weekly salary was $50.00 should 
have a monthly quota of 
$2500. A part-time employee whose 
weekly salary was $45.00 should 
have a monthly quota of 
$1000 

In arriving at figures he 
kept in mind that he wanted sal- 
aries to amount to no more than 
8% of sales. Therefore, he 
took a salesman’s weekly salary of 
$50.00 and multiplied this by 4 
the number of weeks in a month 
to get the monthly salary of ap 
proximately $200. Then he multi- 
plied the monthly salary by 12% 
to arrive at the salesman’s monthly 
sales quota. By using the formula 
the monthly salary of salesmen, in 
will be 8 
quota 


sales 


sales 


these 


£ross 


all cases, 
signed sales 


34 


If an employee with a weekly 
salary of $50.00 had a monthly 
Sales volume of $2500, Sitkin rea- 
soned he could afford to pay a 3° 
commission on sales over that quo- 
ta. Recently, due to the labor short- 
age, he has raised the commission 
to 5% for salesmen who have been 
with the company for more than a 
year 

Actual figures 
firm's books show 
benefit from the plan 

One salesmen, for example 
a weekly salary of $50.00 


taken from the 
how employees 


has 


$4892.09 
2500.00 
2392.09 


Sales, May ‘51 

Sales Quota 

Sales over quota 

5% commission 
on $2392.09. 

Total earnings for 
May 


Now if I were to let my payroll 

10% of gross sales volume, I 
would be paying this salesman not 
$319.60 slightly 
more than 6 of his gross sales) 
but $489.21," Sitkin said. “Tn oth 
er words, the higher the sales vol 


119.60 


319.60 


cost 


(which is only 


ume a salesman turns in, the lower 
the payroll cost 

Suppose he 
volume of 
had paid him 5 
$5500, so that his 
ings came to $475 


percentagew Ise 

had turned in a 
$8000 that I 
commission on 
monthly 
In that case his 


ly 


saieés ana 


earn 


total earnings are costing me on 
about 6% 

“That's why the bigger the com- 
missions I have to pay out month- 


of his gross sales 


ly, the better I like it. Let a man 
cost me $500 a month in commis- 
sions and salary. That’s just fine 
I know my volume is ‘way up and 
my payroll costs "way down.” 
Sitkin says that employees have 
been so enthusiastic about extra 
earnings that they come in on thei 
day off and get not only salary for 
that day but an opportunity to 
make a lot extra in commissions 
‘Any salesperson should do his 
there's an incentive 
plan or not Samuel J 
who has been selling gen- 
Cherrydale for 
when there's 
coming, put 
I like the plan 


best, whether 


pay said 
Hughes 
eral hardware at 
over a vyeal but 
something extra 
forth greater effort 


you 


very much 


Actually, the incentive pay plan 


has created competition among em- 
ployees for serving customers and 


making additional sales. They in- 
vite a customer to return to them 
handing out a store card with their 
names on it, to make certain they 
will realize the commission on any 
other sales coming in 

Sitkin has a separate drawer in 
the cash register for each em- 
ployee. Each employee also has a 
book in which he records charge 
sales. In keeping their own rec- 
ords of sales, employees compute 
their own commissions monthly 
and turn in their statements to Sit- 
kin. Sitkin pointed out that sales 
volume over comparative months 
has been steadily climbing 

$6569 

$9546 
$11,639 
$12,959 


Feb. °51 
March '51 
April '51 
May "51 


$4609 
$5739 
$8684 
$10,200 


Feb. °50 
March 50 
April '50 
May ‘50 


He attributes much of this rise 
to the incentive pay plan 

I am a little more lenient with 
employees now 
manpower shortage 
normal conditions I point 
upon hiring a salesman, that 
cannot make his quota, I 
him. You can see why. If he 
cannot make his quota, he will be 
costing more than the amount I! 
allot for payroll expense 

Sitkin pointed out another ad 
vantage that the incentive pay plan 
has over periodic pay increases 

The that 
employee's wages to $75 in 
times may not be able to afford 
that if a depression should hit. The 
employer would have to reduce 
wages, say, to $50, perhaps at the 
hazard of losing a good clerk, But 
incentive plan relieves the 
employer and employee of emba! 
rassment. When sales volume falls 

(Continued on page 52) 


because of the 
but under 
out 
if he 
cannot 


use 


store has raised an 


good 


this 
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They make buying 


“oe GOT TO stop them be- 
fore you can sell them,” says 
Foster Harris, hardware dealer in 
Louisville, Ky.. whose monthly 
sales volume is showing a steady 
increase as the result of a mer- 
chandising program designed to 
ee I. easy-to-find merchandise 


Rng. ee GP ian + af 2. adequate parking space 
shopper, you must offer him an at- 
tractive store where service is fast 3. fast service 
prices are right, and parking space 
is plentiful, Harris continued 
“Hardware dealers may take a 
lesson from the supermarket,” he chandise and quick service, It i Then when 
said. “There is a modern merchan- necessary to bear in mind the prin- ee our store and the large park- 
dising development that most peo- ciple of keeping a customer after ng space in front, we believe we 
ple like, for where else can they you get him, he pointed out have made still another impre 
buy so much so quickly? Unlike yesterday's customer, the sion on him. He may not be inte1 
Harris, who has been in the’ shopper today rides by in a speed ested in hardware at that moment 
hardware business for a number ing car. This potential customer but in time he will need some 
of years, opened a new store in a_ just does not have time to see an hardware item, and what would 
new location last December. He inconspicuous store; so if the hard be more natural for this drive: 
took the best ideas. gained from ware store is located in a cor do than to come back to the place 
past experience, and combined § gested area, it must have an extra where he can park at once and 
them with present trends in mer-_ strong drawing power to make the get immediate service? Even if he 
chandising. The result is a store customer look for a parking space has to drive 10 additional block 
noted for its convenience for cus- I have a neon sign 30 feet high to get to us, he is stil] ahead ir 
tomers depicting a saw and the word the time saved 


he is close enough to 


First in importance, he says, is hardware, that can be seen two Being in a locality of home 


front showmanship and parking blocks away, day or night,” Har owners, Harris considered the po 
space. But both of these, impor- ris said. “We believe the sign reg-_ sibility that some residents might 
tant as they are, become worth- isters on the driver's mind before travel other routes and not be sub 
less unless backed up with mer-_ he gets to the front of the store jected to hi mpressive store 
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A convenient glass storage and 

cutting counter enables sales 

personnel to cut and sell glass 
without leaving the store 


and circular method. along with 
store demonstrations and souve 
nirs, A special two-day sale was 
advertised, setting the dates for 
Friday and Saturday, since many 
customers are off work on those 
days. Circulars were distributed to 
homes, placed in cars, and mailed 
out to the direct-mail list. Two 
special coupon offers in the circu- 
lars were for a $1.37 pint of enam 
el in any color for 98 cents, and a 
$4.49 gallon of flat wall paint for 
$2.98 

To help customers with paint 
ing and decorating problems, two 
interior decorators were on hand 
both days to answer questions and 


front. This problem was solved 
through continuous promotion by 
direct mail and circulars. One suc 
cessful promotional idea consisted 
of the distribution of two-colo! 
circulars to some five thousand 
homes. These listed and priced nu 
merous household items Eact 
circular contained a coupon, witl 
which a designated item might be 





purchased at a special] low price 
When the customer brought the 
coupon into the store, he filed h 
name and address and became a 
member of a select mailing list 
for the store. Nearly a one-fourth 
return resulted from the distribu 
tion of these coupons Adequate parking space and a bright neon sign attract customers 
The store's front parking lot 
graveled. and there is room 
more than 50 cars. Inside_ the out to light up the store at nigh give advice « colo! Factorie 
which reach } cooperated by providing paint 


store is ot modernistic design and windows 
are lighted at night fo \ demonstrations 

shoppers To encourage customers to 
bring their children (children 


with low-type fixtures and a num- floor 
ber of convenient display islands ning window 

The floor space is 32 by 105 feet Once you get the doors open 
it is mecessary t may be customers, as well as good 


with the main sales floor measur- Harris said, 
Harris believes 


ing 32 by 65 feet. The sales floor build up volume as quickly as will ambassadors, 
is brightly lighted with two full possible, and our volume has in the store advertised free souvenirs 
ows of fluorescent lighting creased substantially every month for them 
Shelving is 74 feet high, with a_ since opening day, which, we be While there were no previous 
three-foot overhang 
five 4 x 40 foot islands with three merchandising plan results 
graduated tiers How the store increased volume aid it was unquestionably success 

The cash register and wrapping so quickly may be learned from _ ful, for the paint department ha 
counter are located in the center the manner in which the paint de- held much of its gain in volume 
partment was promoted, for this Had the sale given him two big 
method is to be used period days, with volume then dropping 
departments to previous levels, the promotior 


There are lieve, proves the soundness of our figures with which to compare the 
of the promotion, Harris 


aisle near the rear of the store, an 
arrangement which invites a high same 
degree of self-service and helps cally in other 
cut down on personnel overhead In the paint department, Harris would have been a failure, Harris 
Floodlights are used inside and ised a variation of the direct-mail said 
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Southern Dealers Report on 


The Supply Situation 


Qincaracns OF merchandise in 
\7 some form were being experi- 
enced by 72% of hard- 
ware retailers in early July. This 
situation was revealed in a survey 
completed by SOUTHERN HARDWARE 
among a large number of hard- 
ware dealers in the 16 southern 
and southwestern states. However 
with the exception of a relative! 
few lines, shortages in a majority 
of lines have by no means reached 
the critical stage. For the most 
part, reported scarcities are scat 
tered, and sometimes only tem- 
porary, with the result that retail 
sales do not seem to be affected to 
any serious degree by lack 
merchandise at this time 

Sales in early July for a majority 
of dealers participating in the sur- 
vey were at least equal to and in 
numerous cases ahead of the cor- 
responding period of 1950, though 
inventories average well above 
the levels of a year ago 

On the whole, inventories are 
heavier, but sales are holding up 
well for a majority of dealers 
And while shortages in some few 
lines are pronounced, retailers re- 
port no general shortage of hard- 
ware merchandise 


southern 


of 


Supply Picture 


Question No. 1 of the survey 
asked, What hardware items and 
lines are now in short supply? 

72% of the dealers participating 
in the survey indicated that one or 
more lines are in short supply, 
with the most acute shortages be- 
ing in galvanized pipe, wire prod- 
ucts such as various types of 
fencing and barbed wire, and 
metal roofing. While dealers men- 
tioned a wide range of products 
as being in short supply, in most 
cases the number of dealers re- 
porting shortages of a given item 
was so small as to form only a 
negligible percentage. Also, a 
number of retailers indicated that 
while some merchandise was not 
available from one distributor, it 
could often be obtained from an- 
other. 


A Reader Survey 


A Tennes 
this question pretty 
the situatior 


er 

“We are 
field fence 
£1zes of 
are 


dise 


pipe 
able to 


ee 


for 


short 

garde 

bu 
buy 


Following 


merchandise 


by dealer 


lhonnaire 


Item 


galvan'z 


fencing 


aeaier 


well 
the ave 


galvar 
‘n fence 
t m the 


lot of 


a tabulation of 


answering 


barbed wire 
metal roofing 


cooking 


ware 


(aluminum, st 


(steel) 
Copper 


bronze 


brass screws 


nails 


copper t 


hay ties 


ubing 


answer t 
reflected 


rage dae; 


ea W ‘ 
and son 
main W 
merc ar 


listed as being short 


the que 


Reporting 


Shortage 


ainless 


items 


59% 
29% 
21° 

19% 
17% 


+4 
}4 


13% 
10% 
10% 
10% 


Other products listed as being in 


short supply, but by a small num- 
dealers 


ber of 
included 
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baler 


in each 
twine 


instance 
washers 


bolts, tools, paint, guns and 
ammunition, electric wire, paint 
inserted saw teeth, pipe 


number of othe 


and 


br ushes 
fittings and a 


teel products 
Inventories Higher 


of deal 


are 


Meanwhile, a majority 
ated that 

substantially ahead of 
ago. Asked in 
their inven- 
the 1950 


indic nventories 
running 
levels of a year 
Question No. 3 how 
tories compared with 
59% reported larger in 
from 5 to 33° 
with the ave 
higher. In cor 
reported a de 


period 
ranging 
year ago 
being 16% 
trast, less than 1° 
cline in inventories 

A Texas dealer who had 
tained his inventory at a leve 
equal to that of a year ago had 
this comment to make on the situ 
ation: “We have never foreseen a 
drought of supply in the offing 
and were not sucked in by Wash 
ington’s cry of shortages.” 

Of those dealers reporting in 
creased inventories, 53% also ir 
dicated that sales were above the 
corresponding period of 1950 
while 24° replied that sales were 
below a ago 18% of the 
dealers with increased inventorie 

(Continued on page 50) 


ventories 
above a 


age 


mal 


year 





They built their own 


pve BRIGHT COLONIAL display fix- 
tures found in the china, glass 
and gift department of the W. W 
Woodruff Hardware Company in 
Knoxville, Tennessee, are differ- 
ent, to say the least, for they are 
designed to place emphasis on 
beauty, rather than promotion, and 
they were planned and construct- 
ed right in the store by members 
of the firm. The total cost of this 
impressive remodeling job came to 
only $3,000 

For years Woodruff's had 
ried dinnerware, gifts, etc., in the 
housewares department. Finally, it 
became a question of either carry 
ing a complete and well-displayed 
line, or dropping it completely 
Woodruff’s decided to go all out in 


Car- 


Left: shelves on which crystal 
is displayed are adjustable to 
any height. Four shelves are 
used here to avoid appearance 
of crowding. Right: a square 
display was built around a post. 
At the top is space for waste 
baskets 


By Warner Ogden 


MiopERN DISPLAY 


the merchandising of these lines 
When the new department was 
decided upon, Wallace Woodruff 
Baumann, great grandson of Cap- 
tain W. W. Woodruff, founder of 
the worked out the floor 
plan and design for cabinets and 
counters. His plans were sketched 
roughly for carpenters to follow, 
the actual construction work being 
done in the store’s own shop 
“Lester Howard built the first 
two cabinets, but he was rushed 
with other work at that time, 
Baumann said, “and so Mr. Hood, 


store, 


who does all our carpentry work 
did much of the remainder of the 
work. Store machinery and tools 
were put into The various 
frameworks were built of pine and 
covered with gum wood of a rich 
rose color. For contrast, all wood- 
work in the department was paint- 
ed ivory 
Our department is 50 x 30 feet 
Separate counters were built to fit 
the floor plan. Different effects 
are accomplished by putting two 
counters together in some cases and 
by using single counters elsewhere 
on the floor.” 
Each cabinet-type fix- 
ture, 5 feet long and 32 
inches tall, has a built- 
up section which rises 
another 15 inches, with 
a partition extending 
down the the 
fixture 


use 


center of 


Left: note how the 
china, gift and glass 
departments are sep- 
arated without actual- 
ly being partitioned 
off. Only glass shelving 
is used between de- 
partments so that cus- 
tomers can see all the 
way through. Pillars 
are used to advantage. 
being the center of 
pyramid displays 
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W. W. Baumann, department man- 
ager, inspects bay window display 


FIXTURES 


On 
glass 


of the 
shelves, 


two 
on side, 
which gives an additional amount 
of display space at the extreme top 
of the fixture The counters of 
these fixtures are four feet wide 
with a partition in the middle, af- 
fording two feet of display 


top partition are 


one each 


space 
on each side. Sliding doors on each 
side permit the use of the entire 
space below the counters for 
age of stock 

Designing, building painting 
and other work took about two 
months, with most of the work be 
ing done at night in or- 
to avoid interrup- 

that would occur 
during the daytime 

The background 
against which china and 
dinnerware dis- 
played was painted a 
rich, dark green color in 


stor- 


der 
tions 


are 


These floor counters 
have storage compart- 
ments at the bottom 
with sliding doors. 
Glass shelving is used 
on both counters and 
cabinets. Rich blend- 
ing colors are used ex- 
tensively as a means of 
brightening the store. 
These fixtures were 
designed and made in 
the store 





Storage section below wall shelves 


has convenient 


order to show off 
the merchandise to 
best advantage 
Woodwork tr 
painted in 
again provided 
contrast A dark 
background of 
gray, with a slight 
touch of 


im 
ivory 


blue, was 


used for displays 


of crystalware 

The key to the 
whole of 
Cont’d on page 52 


success 
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sliding doors 


Price 


saves marking 


slips near 
individual 


china patterns 
pieces 


Gum wood used in constructing these displays 


provides 


rich background 


for 


silverware 





In addition to his prominent 
floor display of screen wire, 
Russell Doss devotes one large 
window to this merchandise. On 
the sidewalk in front, he sets 
up broken rolls of wire fenc- 
ing. Like wire screen, fencing is 
dead merchandise when stored 
in the rear of the store 


Display is the 
key in selling “Well, after getting that 


ded I would 


double 
aec nave tl 


+ 


it more promotior 


nt | ‘REEN Ci OTH n order to sell it—even if the de 
/ ) fense progran it into wire prt 
» EAB AA 4 ame niet 
auction a mat T i 
buying cons 
I put my 
front part of the store 
tw« 
and Young streets 
entering 


emphasis on 


b tw nmy\ 
By Richard Lane ame 
aoors opening onto Coope 


In that 


the 


way ne 
customer store couk 
WAS fail to see it 
There is little 
windows in 
order to create mt 


ied on puge 48) 


How has Dos 
It's no 
dealers perhaps 
from Doss 
Suppose we 


CONSIDERABLY more than done it 
t. Other 
take a 
book of success 


Doss tell 


you can feature 


Jan 


T 
I a $64 question for Russell Doss 
It was a big challenge 

Put yourself in this situation, in 


secre haradwar* 


can page in store lary and 


February in 


about (Contin 


ic! 
which the progressive Memphis let 
Tenn., hardware dealer found him- 

self ‘To 
wire, 
display it 
explains 


sell scree 
have t 


Doss 


Intending to order his normal you 
supply of screen wire for the 1951 
season—about 35 rolls—Doss was 
surprised last fall when the order ‘Until this veai 
was doubled through a mixup with I had kept my 
two wholesale houses screen wire stock 
What would you do? Send half in the back of the 
of it back or gamble on selling store because of 
twice as much as you had ever sold the room required 
before? for displaying it. I 
The former president of the realize now that 
Memphis Retail Hardware Dealers Many of my cus- 
Association chose to gamble, and 
this spring and summer he has 
done a terrific business in screen 
wire. But he hasn't done it 
erating in “the business as 
manner—not by a long shot 


by op- 
usual 


A full line of sizes 


When Doss decided to keep the 
extra 35 rolls of wire, he realized 
he would have to work twice as 
hard to sell that extra quantity. He 
took it as a sales challenge and ap- 
plied the same technique that has 
built his wallpaper department 
into Memphis’ largest and most 
successful, from the hardware 
store view 


40 


is important in de- 
veloping a good 
wire business, says 
Russell Doss, right. 
Although he carries 
eight sizes in screen 
wire, the 28-inch 
size is the best seller 


errant ete 


. arn eee er “eer eee 
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They concentrate on 
Supplying 
HOME - OWNERS 


By Baron Creager 


L J. (JACK) SHARP, hardware re- 
le tailer of 30 years’ experience 
and recognized as strictly con 
servative in merchandising and 
statements, believes that one of 
his two stores in Dallas. Texas 
produces as much Saturday vol- 
ume as any other two hardware 
stores in Dallas 

Since shortages of merchandise 
had not, at this writing, entered 
the picture to affect volume in any 
respect, Sharp assigns three rea- 
sons for the highly satisfying vol- 
ume performance of this one 
store 

(1) Location In an 
and flourishing shopping center 
drawing from a thickly-populated 
area of home-owners 

(2) Store arrangement with 
wide, backless windows, and wide 
permitting easy flow of 


attractive 


aisles, 
traffic 
(3) Most 
dise stocked, with the idea of sup- 
plying home needs, but with no 
lines requiring specialty selling 
In a reflective mood, Sharp re- 


important, merchan- 


centiy stood rveying the ex 
panse of displayed merchandise 
this, his Number 2 and bigges 
location and commented that “this 
is really a glorified ten-cent store 
for the home-owner 

That statement is misleading 
interpreted to indicate the quality 
and price of merchandise, appear 
class of ct 


ir 


; 


ance, personnel o1 
tomers 

What I was trying to say he 
continued, “is that this is, basical- 
ly, a hardware store and I am 
hardware merchant. But if it were 
strictly a hardware store, it would 
not do the volume it does 

This location is ringed solid 
with home-owners. And when thi 
store was opened in October of 
1949, it was launched with the 
idea of making it a home furnisl 
ng store. Don't confuse furnisl 
ing with furniture. This is a home 
supplying the 
his needs. We 
have, as is obvious, an extensive 
line of tools and hardware Ot 
course, we have a nice gift de 


furnishing centet 
home-owner with 
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Sharp's stecks a wide 
range ef merchandise 
especially fer the 
heme-owner, but there 
are no lines requir- 
ing specialty selling 





partment, But those are the musts, 
Beyond that we have studiously 
picked and stocked lines of mer- 
chandise that fit into the plan to 
make of this a store that supplies 
needs of the home-owner 

Sharp and his staff keep in 
mind constantly the fact that the 
great majority of customers here 
are home-owners. Home-owners 
take more pride in their living es- 
tablishments and consequently 
make more. substantial invest 
ments in needs. Also, the majority 
of customers in this store are 
women buyers, another segment 
that is catered to 

“We add new lines and expand 
old lines whenever we find met: 
chandise that fits in explain 
Sharp 

During the past year we have 
added several lines. One of the 
best movers is plastic shower cu! 
tains—also window curtains of the 
same materials. This line is ex 
tremely gratifying 

Another is lawn _§ furniture 
Still another is portable barbecue 
grills, We expanded the gift de 
partment by adding steak sets and 
did an excellent business. We will 
watch the gift department again 
this year and expand it where we 
find lines that fit it 

“As I see it, that is important 
picking lines that fit in with ou 
merchandise, our location and our 
home-owner trade. When we see 
such a line at a show we add it if 
we are convinced it will fit in. And 
we sometimes shop competitors or 
other types of stores, looking for 
lines that fit in 

“We could add some lines now 
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Not a furniture store, 
the store’s front display. 
Wide aisles permit easy shop- 
ping. Lower picture shows one 
of the few tables, 


have been placed in the four 


I am going to resist that as long as 
some small table displays 


blocking traffic 


trade at both Sharp stores 


homes have more outlets 


ments, and home-owners are more 
punctual about replacing burned- 
out bulbs 

However that may be, the fact 
remains that Sharp's bill is be- 
tween $600 and $800 a month for 
light bulbs sold off his counters 

On several occasions during his 
experience as a hardware retailer 
Jack Sharp has taken on major ap- 
pliances. On each occasion the 
line was good merchandise, well 
advertised, well received. Similar 
ratings, incidentally, must be en 
joyed by any line Sharp handles 

As for major appliances, how- 
ever, he has divorced himself def 
initely from such lines. Builders 
hardware is not handled. Contract 
paint sales are not solicited 

We are out of specialty sell- 


ing,’ Sharp emphasizes 

To go after that kind of busi 
ness you must hav specialty 
salesmen to do it right and it sim 
ply makes a business too compli 
cated for me. And if you don't 
have specialty men, then one of 
your salesmen may be tied up for 
thirty minutes or more at a time 
while half a dozen customers wait 
impatiently, or go away 

One of Sharp's experiences may 
prove of value to other retail 
hardware dealers, It involved spe 
cialized shop work 

The Sharp stores maintain re- 
pair shops and are asked to do all 
manner of repair work, which is 
expected. And, since the stores 
handle power lawn equipment it 
seemed that an expansion of the 
shop to include power mower re 


(Continued o7 page 50) 
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By S. W. Ellis 


‘oop salesmanship counts for 
¥ more than display in selling 
plumbing supplies, according to 
John Belcher, owner of Belcher: 
Hardware & Plumbing Co., Stutt- 
gart, Ark. With only ten square 
feet of space devoted to the dis- 
play of plumbing fixtures and ac- 
cessories, Belcher realizes a yearly 
volume of $15,000 in this small 
section alone 
Most of Belcher’'s selling takes 
place at his desk in the store, 
where he has on hand catalogs that 
illustrate and describe the plumb- 
ing items carried in stock. “Pic- 
tures tell more than words, and I 
can demonstrate plumbing sup 
plies more efficiently from pic 
tures than from the displayed . ~ _ 
cacibains” tor aatened aa $15.000 volume from 
“When the customer tells me 
what he wants and asks to see the 10-foot display of 
merchandise, I show him a stream . 
lined display in the front of the 
store—maybe a sink, water heater 
or a lavatory or two. The bulk of hd | ™™ | 4 Y I 
the stock is carried in crates in il a 4 ANG 
the rear of the store, where I car 
later unwrap the fixture in which 
the customer is interested. First ms Y a 14° 
however, I urge him to inspect the Ny i 4 é Li | he 
catalog pictures while I explain in 
detail what he is getting 


Much of Belcher plumbing 

ipplie volume is derived by 

elling up’ the customer from in 
expensive lines to the better 
grades grades that produce the 
most satisfaction for the customer 
and the longest profit for the 
dealer 

Many farm istomers who are 
modernizing thei homes with 
bathrooms often want the lowest 
priced fixtures, until they are told 
the difference between these and 
the better grade The average lay- 
man does not understand the dif 


Above, John Belcher uses cata 

logs to show the customer that 

he gets more value from better 

plumbing fixtures. Left, he ex- 

plains the features of a water 

heater and promises to install 
and service the unit 
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SUPPLIES 


aii DART 


ference between a commode of in- 
ferior and superior quality, until 
the points are demonstrated with 
pictures, Belcher said 

“I explain that the ex- 
pensive fixture provides a large 
bowl, better flushing, longer life, 
and more beauty. The extra sales 
effort used in that demonstration- 
from-pictures often results in ‘sell- 
ing-up’ the customer.” 

This selling method 
signed partly to overcome 
order competition, Belcher 
Since most of his customers 
mail-order catalogs in their homes 
they have looked at pictures and 
checked prices. Feeling that they 
might get better service by deal 
ing with a local dealer, many of 
them come to the Belcher store to 
look at the merchandise and dis 
cuss service and prices 

Belcher uses this opportunity to 
show the customer how few mail 
order catalog “deals” on plumb 
ing fixtures include the completé 
fittings. That is, the will 
price the lavatory without trap 
supply pipes, or other fittings 
Most of the customers usually be 
lieve that listed in mail or 
everything 


more 


was de- 
mail 
said 


have 


catalog 


prices 
include 
with the mail-order 
Belche: able to 


customer Is nM 


der catalogs 
needed: but 
catalog on hand 
prove that the 
taken 

Many of the 
who want to install their 
instructions from 
desk. He lays out 


and ex 


customers 
own Tix 


farm 


tures receive 
Belcher at his 
the pieces that go together: 
plains how they should be in 
talled If ve have difficulty 
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he promises, “I'll help you 

Some installations are 
without charge. However: 
is a skilled plumber himself and 
therefore employs no _ helpers 
usually, he sometimes has to pick 
up one in town to aid him on the 
When a professional plumb- 
services used, he charges 
the customer for the plumber’s 
services Frequently, plumbers 
drop by the store to see if they are 
needed on jobs 

The hardware store 
after a large plumbing 
volume should employ 
who thorough understand- 
ing of plumbing, Belcher advised 
The little services that the ag- 
gressive dealer gives, he says, 
many a sale and keep the 
coming back 


made 
since he 


job 


ers are 


that goes 
supplies 
someone 


has a 


close 


customer 


Personal Service 


Belcher does not lay 
roughs in the fix 
the plumber com 
However, he 
own water 


Though 
pipe himself, he 
and has 
plete the job 
to install his 
water heaters, for thei 


important 


tures 


prefe! 


and 
formance is especially 

The water system, he 
way for all the fix 
follow Making 


system is correctiy 


pointed 
it, paves the 
re sales that 
ire that the 


nstalled is one 


reason why the 


+ } 


electrical pumps he sells total 
$4.000 annually 
And when the 
satisfied with his 
hands his trouble back to th 
Belcher 
have 


customer 
water heater: 
dealer pointed out Ir 


the past I had difficulties in 
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Window displays of water sys- 
tems and pipe fittings remind 
farmers and home-owners of 
their needs and stimulate in- 
terest in the sfore’s unusual 
plumbing supplies service 


having heaters installed by outsid¢ 
plumbers. Perhaps the heater goes 
out. The plumber who installed it 
left town, but the dealer wh« 
called to rectify the 


has 
sold it i 
trouble 

Therefore 
work myself service 
Besides, the customer likes to see 
the owner working on the job and 
checking the installation. He feels 
that he is being personal 
service 


Belcher 


I feel that doing the 


saves calls 


giver 


installs his owr 
Butane systems, hooks up all 
kinds of ranges, and 
frigerators ‘Nothing 
repairs and 
increasing plumbing volume,” he 
said. “It is going to mean more 
than ever in the immediate future 
when shortages begin to bite 

Looking forward to the growing 
importance of repairs, he has built 
up a complete stock of fittings— 
faucets, traps. repair parts for 
commodes, valves of all kinds, 
towel ‘Fittings 
yield a fine margin of profit,”’ he 
said, “and volume on smal] items 
like tank balls and floats increases 
fast.’ 

Fittings and repair parts are 
displayed in the small 
voted to plumbing supplies Ur 
less a dealer has room to display a 
complete bathroom or kitchen 
with plenty of other space to show 
individual items, he had better 
concentrate on selling plumbing 
fixtures from catalogs, and ther 
devote his display space to fit 
tings,’ Belcher advised. “They are 
good traffic-builders.’ 

Plumbing supplies are 
or sold on short terms or 
count. About 50 f 
nanced, especially for new con 
Many farmer 
accounts or 


also 


repairs re- 
beats de- 


pendable service for 


rods, screws, etc 


space ae 


financed 


open at 
percent are f1 
struction 
pay cash 
suppli« S ire 
one of Belcher’s best 
An entire ofter 
devoted to a bathroom or kitch 
en display, and sometimes a wate: 
The win 
remind 


Plumbing consid 


raffi 
trafic 


window 


pump in action is shown 
dow displays keep people 
ed that Belcher: supply all 
plumbing needs, but the 
on the desk in the middle 


i do the actual selling 


can 
catalogs 


yf the 
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150 reer 1/4 Nt 

CCO-PAR 
! PROOF | 
COIL CHAIN 


MRO g,, , “yo yer pany. 


“ENC AN Coase Drvigion ---¥OR® ™ 


iy 
nd 


There's something about new, 


strong steel chain that appeals to the average man 


The other day I opened up an ACCO-PAK 
of 4" Proof Coil Chain—put it on my 
counter. Just left it there — went on about 
my business. 

First man that came in looked at it a 
minute. Then he couldn't resist dipping 
in and taking hold of that chain —letting 
it slip through his fingers — playing with 
it, sort of. 

I could see he was trying to think of 


some excuse to buy a length of that chain 
so that he could take it home and put 
it to work. 

You know it didn’t seem any time at all 
till I'd sold the whole 150 feet and opened 
up another ACCO-PAK. 

It’s just like the American Chain jobber 
salesman said. ‘‘Chain is one of those things 
it pays to keep out where men can see it and 


get their hands on it.”’ 


Sure, I sell AMERICAN-—the complete chain line 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, Son Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Newly elected officers of the 
Hardware Association of the 

Olinas are, left to right: T. 
A. Gross, Jr., and H. E. Wilson, 
Jr., directors: L. V. Huggins. 
president; J. T. Owen, Jr., past 
president: Mrs. Sally Couch 
Masten, secretary - treasurer: 
and J. M. Rivers, vice president 


i be LARGE number of delegates 
attending the 46th annual con- 
vention of the Hardware Associa 
tion of the Carolinas in Myrtle 
Beach, S. C., June 18-20, were 
urged to put forth greater effort 
in both their merchandising activi- 
ties and in combatting 
and communistic trends in Amer 
ica 

Following the opening presiden- 
tial address by J. T Owen, Jr., of 
Elloree, S. C., and the secretary’s 
report by Mrs. Sally Couch Mas- 
ten, Rivers Peterson, managing 
director of the National Retail 
Hardware Association, Indianapo- 
lis, spoke on “The Road Ahead.” 

Discussing price control, Mr 
Peterson said that Amendment 5 
to CPR-7 had relieved about 8% 
of hardware men of the necessity of 
preparing pricing charts. He said 
that he did not believe that “they 
can make control work un- 
less they are willing to control 
other factors, the most important 
of which is wages 

Mr. Peterson then deplored the 
finding of communist sympathiz- 
ers in high government 
and the apparent large number of 
communist sympathizers in the 
country 

Max Miller, vice president and 
general manager of Streater In 
dustries, Inc., Spring Park, Minn 
spoke on the subject, “Are You 
a Good Housekeeper,” and told 
dealers to use clean and attractive 
display fixtures for better promo- 
tion of merchandise 

Using as his topic “Do You Com- 
pete or Do You Complain,” Bruce 
Burgess, merchandising manage1 
of the Union Fork and Hoe Co 
Columbus, Ohio, pointed out the 
necessity of “analyzing our mar- 
kets and the creation of a strong 
personnel, and placing the retail 
buying habits at a higher level 
Mr. Burgess urged dealers to take 
more interest in their public rela 


socialistic 


price 


positions 
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Carolinas Convention 


tions program, their churches, and 
their civic well as 
the matter of taxation at all levels 

A panel discussion on the sub- 
ject “Are You a Good Merchan- 
diser?” was conducted by J. B 
Gray, C. H. Albright, Jack Ellen- 
berg, Tom Wilson, Rupert Watson 
with President Owen as modera- 
tor 

“Why Are YOU 
Other Man's Tax?” 
of an address by Joseph Leopold, 
of the National Tax Equality As- 
sociation, Dallas, Texas. Mr. Leo- 
pold pointed out that over 30 per- 
cent of the productive wealth of 
this now in the hands 
of co-ops 

The House of Representatives 
is scared,” he said. “They will tax, 
tax, and tax; but they will not tax 
the co-ops. Our hope is in the Sen- 
ate, where they now say the ques- 
tion of taxing co-ops must and will 
be settled 

Mr. Leopold 


endeavors, as 


the 
topic 


Paying 
was the 


country 1s 


urged dealers to 
‘wire, call, see, write and pound 
on your Senators and Congress- 
men. In your letters, ignore 
party name, use as tough language 
as you know how, tell them 
you're boss and that you will beat 
them at the polls if something is 
not done.’ 

DeLoss Walker, 
lyst, author and 
dealt with the subject, “Are YOU 
a Good American?” and pointed 
out to that socialism al- 


your 


economic ana- 
world traveler 


dealers 


has a strong foothold in 
Beginning with the writ- 
ing of the Constitution of the 
United States, Mr. Walker said im- 
provements had been made in the 
country’s laws throughout the 
He warned dealers that un- 
taken to halt the 
growing trend toward socialism 
and eventually communism, 
America will be in the same posi- 
China and other foreign 
now contaminated by 
Socialism, he warned, 
and 


ready 
America 


years 


less steps are 


tion as 
countries 
communists 
already is strong in America 
the next step is communism 

Resolutions adopted by the del- 
called for cooperation in 
program, participation 
and prevention 


egates 
the defense 
In civic activities 
of blackmarketing wherever pos- 
sible; resistance to the increasing 
number of employees being added 
to the government payrolls unless 
such employees were doing a defi- 
nite and good job; and continued 
efforts to bring about equal taxa- 
tion for independents and co-ops 

L. V. Huggins, Chapel Hill, N 
C.. was elected president, while J 
M. Rivers, Hampton, N. C., was 
elected vice president, and Mrs 
Sally Couch Masten, Charlotte, N 
C.. was continued in office as sec 
retary-treasurer. Directors include 
Past Presidents Owen and H. C 
Gabriel, Newton, N. C.; T. A 
Gross, Jr Asheville, N. C.: and 
H. E. Wilson, Jr., Chesterfield, 
Ss. C 
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Te Buy it 


“American Brand” Sisal Rope 


in Hcy Coa 
Mill-Fresh in Factory-Sealed Boxes 


It's top-grade rope—the best sisal you can buy—put up in Handy 


Coils the rope packaging idea that displays sells and boosts 

profits Handy Coils make new sales, new customers—and the com i thr C= | 

bination counter-display-shipping-box is factory-sealed to keep the | “Amerie 100 ft. 
connected coils 


till it's sold. Handy Coils mean added sales 


rope fresh and clean 
. 


and they pay for the small display space they take up. Dealers 

report that they boost sales of larger-size rope. \ : S if Approx. 15 Ibs. of 
mY LU rope in each 

Order Sisal Handy Coils trom your regular rope supplier, or write « 4 box. 

us if you'd like more intormation WE 

Also Handy Coils of “American Brand" 


American Manufacturing Company, Brooklyn 22, N.Y. tn 


ROPE - TWINE - CAKUM - PACKING - CARPET AND ELECTRICAL YARNS 


Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 
SALES OFFICES: BOSTON « CHICAGO e HOUSTON e NEW ORLEANS « PHILADELPHIA « SAN FRANCISCO 
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This profitable, shingle-effect wall display of wallpaper is easily seen 
from the street and now includes 165 different patterns 


Sereen Cloth 


(Continued from page 40) 


large 
screen wire 


store traffic, so I put in a 
window display of 
This early display immediately 
suggested to some customers that 
it might be a good time to buy and 
play safe in the event wire did be- 
come scarce in spring and summet 

“It is important that 
wire always be displayed early in 
spring when home-owners begin 
thinking in terms of improvements 
and repairs. I sold full rolls in 
January and February, something 
I had never done before 

“Here it is mid-season and sales 
are still good, although April and 
May were the peak months. I have 
sold all but 11 of those 70 rolls 
and expect to sell the remainde 
before the season ends 

‘I firmly believe that you have 
to stock a full line of sizes in orde 
to do a good wire business. This 
year I have stocked 24, 26. 28 30 
34, 36, 42 and 48-inch widths. The 
biggest seller has been the 28-inch 

“Another thing that I believe 
has helped sales is my price chart. 
breaking the wire down 
into lineal inch, foot and yard. in 
stead of square foot 
yard. In that way, 
can figure easily 


screen 


prices 


and 
the customer 
just what his 
screen repairs will cost him 
I have continued my window 
displays of screen wire despite my 
prominent floor 
convinced that 
Plays really pay 
“I have always 
when something sells good 


square 


display and am 
g00d window dis 
believed that 


there 
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is a good reason for it. It doesn't 
just happen by chance 

What about next year’s stock’ 

“I am going to order heavy 
again hope I get it,” Doss 
smiles I have found that with 
good promotion I can sel] more 
than I dreamed selling 
But I had to v at it 
too 

Doss doesn't 
yet does a good business in 
them 

Here's how 

I didn't want to take 
space with screen doors 
plained So I have an 
with a lumber ya 


and 


evel 
have 


stock screen doors 
selling 


ment 
by I turn in 
per cent discount. That's a 
profit and at the time it 
eliminates an inventory lets 
me use space for fa 


items 


orders and get a 10 
nice 
same 


and 


>. 


~~ 


Unique mail-boxes, occupying a 
prominent place in the store, 
appeal to screen wire customers 


when 
that I 
gladly 
I phone 


my customers, 
doors, 
will 


“I inform 
asked for screen 
don't sel] them, but 
place the order for them 
it to the lumber yard, and the door 
is delivered to the customer by the 
lumber yard. The yard bills me 
direct and I take my 10 per cent 
discount.’ 

Doss’ sales of doors and window 
hardware items have been keep- 
ing pace with his screen sales 

Doss also has been using his ef- 
fective merchandising ideas to sell 
more than his share of wire fenc- 
ing 
“Wire fencing sells 
front of the store, but 
won't sell tucked away in the back 
of the store,” he declares 

“I keep broken rolls on the side- 
walks as a display—that’s the best 
way to sell fence wire. I sold more 
this spring than ever before 

My biggest seller in the fencing 
line is the two by four-inch mesh 
four feet high, 11 gauge, common 
backyards. I have 
found that I sell 20 times as 
much by cutting rolls. In the city 
vards are 50 to 60 
customer simply 

In the sub 
country, cut 


well out in 
simply 


ly used for 
can 


where most 
feet in width, a 
won't buy a whole roll 
even in the 


fast 


urbs or 
rolls will sell 
tomers buy in multiples of 10 feet 

‘I charge slightly more for cut 
roll to protect my 
self.’ 

While wallpaper isn't allied to 
fencing, it is a big 
seasonal home-owners 
planning improvements, and Doss 
is doing an outstanding volume by 


because cus 
order 


wire in 


screen wire OI 
item tor 


applying a few good salesmanship 


hardware 
business in 
pro 


believes any 


rules, He 
can do a good 


proper ly 


store 
wallpaper 1 
moted 

Doss 
paper across the 


f it 


display his wall- 
back wall. De 
wasn't 
and 


ised to 


spite lighting at night, it 
from the street 


igh for 


too visible 

wasnt close eno much of 
his store traffi 

He decided to 
the front, and sales immediately 

Doss took his paint 

from one side wall, put it 


and then erect 


move it nearer 
increased 
down 
on island counters 
wallpaper display, in a 
effect that 
makes the display visible 
from the street. The display in 
cludes 165 different patterns. It is 
lighted night, the year 
around 

Doss’ wallpaper sales are run- 
ning around $6500 a year. He 
keeps a $1800 stock, which means 


(Continued on page 54) 


ed a huge 
shingle 
entire 


staggerea 


day and 
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Double Extra Slim Taper 
Extra Slim Taper - 

Half Round Bastard 
Tanged Horse Rasp 

Half Round Wood Rasp. - 


Typical file stock 
for the COTTON 
BELT COUNTRY 





Right now national security is America’s 
biggest job. The need for conserving steel is 
great. It must be put only to essential uses 


In files you, the hardware retailer, can help 
by carrying a “model wartime stock.”’ Such a 
stock is one that— 


1. Is sufficient to meet the reasonable needs of 
your customers for keeping old tools and equip- 
ment in good working condition; 


2. Contains a minimum of slow-moving files not 


needed in your community; 


3. Consists only of top-quality brands that give 
the best performance and wear tbe longest. 


Black Diamond brand is your best bet, and your 
wholesaler is your best help in making a wise 
selection of kinds and sizes. 


* FREE BOOK, “FILE FILOSOPHY,” is mighty 
helpful, too . . . 48 informative illustrated pages on 


» and care of files. Send for it. 


NICHOLSON FILE COMPANY 
15 ACORN .. PROVIDENCE 1, R. 


‘ Port Hope, Ont 
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Dealers Report on 
The Supply Situation 


(Continued from page 37) 


Stated that sales were approxi- 
mately the same as in the 1950 
period. 


Divided Opinion 


Among dealers with heavier in 
ventories there was divided opin- 
ion as to whether this is an ad- 
vantageous situation at this time 
46% of those dealers with highe: 
inventories felt that this is a 
favorable situation, while 54% 
took the opposite view 

Generally, dealers had bought 
heavily in anticipation of short- 
ages. However, serious shortages 
in many lines have not developed 
and heavy inventories are proving 
burdensome for many retailers 

Following are a number of com- 
ments dealers made in reply to the 
question: If inventory is higher, 
do you consider this an advantage 
in view of future 
supplies? 

North Carolina—“We believe 
this is to our advantage as goods 
were cheaper last year.” 

Oklahoma—“We have bought a 
little heavy, thinking that mer- 
chandise would get more scarce, 
but, generally speaking, this has 
not proved to be true.” 

Tennessee—“This may be the 
$64 question. We expect to grad- 
ually lower our inventory and try 
to increase our turnover.” 

Georgia—"“We thought so at 
first, but we are beginning to 
wonder.” 

Texas—“‘We see plenty of goods 
for every legitimate need provided 
Washington does not buy every- 
thing available as was the case in 
1941-45.” 

Oklahoma—“We do not think 
this is an advantage at present, for 
supply seems to be greater than 
demand.” 

Arkansas—“Several years ago 
it was a seller’s market and people 
bought eagerly. Conditions have 
changed and selling is slower and 
goods more plentiful.” 

Florida—“Yes and no, depend- 
ing on whether or not the increase 
is general and not in just a few 
items.” 

Texas—“Yes, if there is no sud- 
den ‘deflation’ of this inflation: it 
would still be all right if prices 
should decline gradually.” 

Virginia—“No. Production on 
most lines seems to be about up to 
demand.”’ 

Despite slow sales in most other 


prospects for 
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lines of trade, the survey dis- 
closed that sales by a majority of 
southern hardware retailers as of 
early July were at least equal to 
the levels of a year ago. In reply 
to Question No. 4: How does your 
sales volume compare with a year 
ago? 46° of the dealers answering 
this question indicated that sale 
running ahead of last year 
30% reported a decline in sales 
while 24% replied that sales are 
at approximately the same levels 
ago. Reported increases 
in sales ranged from 4 to 36% 
with the average increase for those 
being about 15¢ For 
those dealers experiencing a de- 
cline in the drop, in com- 
parison year ranged 
from 5 the 
crease being 1 


are 


of a year 


dealers 


sales 
with a 
to 33°, 


ago 
average dé 


G 


° 
Supplying Home-owners 
(Continued from page 42) 


would be able 


one 


pall 
But 


service 


afte: season 


mower repair service was dropped 
“The trouble was,’ Sharp re- 
calls, “that this repair service cre- 
ated too many controversies 
Whenever anything went wrong 
with a power mower the difficulty, 
from the viewpoint, 
was the fault of the shop 
“Actually, seldom if ever could 
the complaint be justifiably traced 
to our shop. The reason for so 
many power mower failures is the 
number of amateur operators 
Women and children now 
run the pewer mower. They don't 
know, and in most cases the man 
of the house doesn't know, any- 
thing about a motor or how to take 


tool 


customer s 


even 


care of a power 

“For that 
servicing got to be such a head- 
ache that we simply quit And 
to illustrate the lack of knowledge 
in the aver- 


reason power mowel! 


about a power mowe! 
age household, they are even pur- 
the phone, sight un- 
goes. I have 


chased over 
seen, as the 
sold them that way 


(Continued or 


saying 


page 52) 





Co-ops to Go 


hee new tax bill—The Reve- 
nue Bill of 195l—as passed 
by the House of Representatives 
and which is now being consid- 
ered by the Senate, 
the nations desperate 
additional 
its defense program 

Among other things, the bill 
provides for an increase of 
1242% in individual income 
taxes, an increase of about 20% 
in corporate taxes, an 
to 20% in the withholding tax 
on wages and salaries, an in- 
crease of 1242° in the capital 
gains tax; along with numerous 
increases in excise taxes, typl- 
cal of which is an increase in 
the tax on sporting goods from 
10° to 15% 

Yet at a time when corporate 
tax rates are raised to a point 
where incentive may be de- 
stroyed, and individual income 
tax rates are raised to the point 
where in the higher brackets 
(along with taxes) they 
practically confiscate all income 
the House displayed an amaz- 


illustrates 
need of 


revenues to pay for 


increase 


state 


ingly 
insistent demands that 
ops be made to carry their fair 
share of the tax burden 


the co- 





on Un-taxed? 


indifferent attitude to the 


In the House bill, there is no 
provision for any taxes on those 
merchandising or- 
now exX- 


pre yposed 


cooperative 
ganizations which are 
empt. Further, the 
20 withholding tax on 
ration dividends 
payments will not be applicable 
to dividends paid by the co-ops 
Yet. these organizations are in 
direct competition with the na- 
tion's tax-paying en- 
terprises 

There is still chance to 
remove this tax discrimination 
The Senate is considering the 
new tax bill and, as this is writ- 
ten, their final verdict is not ex- 
pected before September 

So we urge that you write to 
your Senators in Washington 
and tell them why think 
this great advantage enjoyed by 
the co-ops should be eliminated 

why they should be placed on 
the tax other 
business organizations 

The co-ops have grown fat on 
their tax-free profits. If this un- 
fair advantage is not removed, 
they will expand still 
rapidly during the long period 
of heavier taxes which is now 
in prospect.—T. W. M 


corpo- 


and interest 


business 


one 


you 


same basis as 


more 
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FOR POWER- 


recommend 


TERS “High Velocity” - 


Vaya 1 SN a awk 


used by farmers, guides and shooters everywhere 


“ladvise the sportsmen “... give me Peters “| tell the hunters 
I guide to use Peters < ‘High Velocity’ 22's 4 5 6! guide to get Peters 
‘High Velocity.’ “ every time.” S ‘High Velocity’ shells.” 





LON L. IMESON N. M. “NEWT” AULT ’ ARTHUR K. SPICER 
big-game guide, Jackson, Wyo farmer-sportsman, Charleston, Mo Chesapeake Bay duck guide 


Nationwide surveys show that shooters mend the entire Peters “High Velocity” 
want power and more power in their line. Caliber for caliber, load for load, 
ammunition. Be sure your customers’ there’s no more powerful ammunition 


get all the power they want—recom- in the world than Peters. 


STOCK THE ENTIRE PETERS POWER-PACKED LINE 


OU POND PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity’ is a trademark of Peters Cartridge Division, Remington Arms Company, In 
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READY REFERENCE LIST 


= 


u ales lools” 
that build bolt business! 


The five “bol men” pi 
e five olt salesmen” pictured above have boosted fastener 


>. 
sales for thousands of hardware retailers. 

The chests and th? “Speed Merchant” are pretty scarce now 
because of steel shofages, but some distributors still have a 
few on hand. ° 

If you, too, want thts team to go to work for you, better call 
your distributor immediately. He may be able to supply you. If 


not, we suggest you buildeip your bolt stock anyway —“‘justin case”. 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street . Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Chicago + Birmingham 


warowARE 


ora ry 


atte 
Re ees : 
LAMSON SPEED MERCHANT 





Supplying- Home-owners 
(Continued from page 50) 
Basically, there is nothing new 
in arrangement of the Number 2 
Sharp store. Sporting goods, tools 
and hardware are on the right 
Light bulbs, gifts and other im- 
pulse items are up front, paints 
and housewares are in the rear 
and at least two-thirds of the dis 
play, on the left, is devoted to 
merchandise attracting women 
buyers 
Perhaps that two-thirds thus de 
voted is above the average, but 
this is home-owner territory and 
the store 1 ydjacent to smart 
shops 
If there is anything new it is in 
application of the policy of cater- 
ng to those who own homes, lit 
tle homes, as well as big homes 
As Sharp sees it, the owner of 
a modest home is a good customer 
gut the owner of a big home is a 
better customer. More lawn, more 
house ind consequently more 


needs 


. 


Monthly Incentive Pay 
(Continued from page 34) 


off, earnings likewise are low 
ered.” 

The Cherrydale Hardware Com 
pany does not include its manage! 
in the incentive plan since he re- 
ceives a flat $75 a week and I‘ 
commission on gross sales 

I did not want the manager to 
have to worry about making a 
sale,’ Sitkin explained, adding that 
merchandise arrangement, display 
supervision of the floor salesmen 
and some of the buying fell to the 
manager. “I feel that he has enough 
to do to carry out his job com 


petently 


+ 


Modern Display Fixtures 


(Continued from page 39) 


remodeling in our store was the 
use of color throughout,’ Baumann 
pointed out “Formerly, we used 
only buff and cream, with little 
color. In remodeling, we used rich 
colors throughout and brightened 
these departments considerably. A 
rich, reddish brown linoleum for 
counter coverings, which had pre- 
viously been selected to blend in 
with the beige rug, also added a 
touch of color 

Though the housewares depart- 
ment was separated from the chi- 
na, glass and gifts department, it 
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The entire line of De Luxe Household Metalware — dollar spent. Your customers like De Luxe quality 
Galvanize d Ware, Tinware Colored Ware, Mop Pails You will like the high salability and good profit 
ee ee a ee te me margin that is yours with Nationally Advertised 
last, built to give a full 100 cents of valwe for every nationally-known De Luxe Products 


Talk to your Jobber's Representative about De Luxe today 
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- 
Pn was not partitioned off complete- 
i CO [SE S$. ee . ly. The store simply built counters 
across the floor which provide def- 
F "7 : inite departmentization, Paneling 
STEEL TELLS THE STORY!  N was used across the front of these 
° ij . 

counters to give the china and gift 
. y shop a “Colonial” effect. In the 
center of the floor is a large co- 
lonial bay window, with two co- 

lonial entrances on each side 
In all, eleven new counters of 
varying sizes were built. Wall cab- 
> inets were constructed with bases 
WHEN A CUSTOMER WANTS .. . . t 4 about four inches off the floor, and 
ms rey Poe Gest te atged took > s these display units extend upward 
ae ae eee approximately 6% feet. An over- 

@ full value for his money : 

, hang at the top contains concealed 
... he buys Shark Brand Chisels. fluorescent lights. Space at the top 
of the wall cabinets is used to dis- 


Shark Brand Chisels are forged in Sweden from Swedish Charcoal 
play waste baskets 


Tool Steel. They ore tempered under strict control and carefully 
inspected to insure a perfect chisel which serves yeor in — year out 4 At the entrance of the china and 
gift department, the bay window 


When your customer sees the high polished birch handle, the glisten 
first catches the eye of customers 


ing blue steel rings at the end of the blade; feels the heft and balance 
of the tool; runs his finger over the hand shorpened cutting edge; i and establishes the colonial theme 
he will buy this first name in chisels ond wolk out with the finest that | i This window is 73 inches wide, 
| with a base below the window of 
32 inches and space above of about 
| 36 inches. This unusual display is 
| Mt made of plain pine and painted 
SANDVIK SAW & TOOL | ivory. There is no glass in the win- 
dow, so that a customer may reach 
DIVISION OF SANDVIK STEEL, INC. through the pane frames and touch 
47 Warren Street New York 7, N.Y. the merchandise displayed. Fluo- 
rescent lights spotlight the mer- 
chandise from above 
The colonial doorways are about 
six feet high at the sides of the bay 
window. Cut-out lettering over the 
entrance is painted a dark green, 
to stand out over the ivory wood- 
work All similar items are 
grouped together, and every item, 
except china, carries a price tag 
Near the china is posted a price 
DECORATED ‘ list, which eliminates the task of 
BUILDING PAPER C22 : marking each item separately 


° 


money can buy 











Screen Cloth 


NEW - a / (Continued from page 48) 
RR Z 

WALLRITE ss roughly $5400 in terms of retail 
DESIGNS sales. The average wallpaper or- 
der runs $30 to $50. His biggest in- 
dividual sale this year has been 

,. $223 

LIGHTER, BRIGHTER “7éwé BACKGROUNDS a6 “Wallpaper is not only a good 
eon. hap eh ogee ol pe nay hy . ‘ profit item, but it helps the looks 
house. Stock all these Wallrite designs : of the store.’ Doss declares in 


Write for FREE 
Advertising Material 


summing up sales pointers 
“It’s the cleanest and most prof- 
itable department in my store. It 
FLEMING & SONS Inc. requires little care, and all sales- 
’ men can take orders and advise 
DALLAS, TEXAS customers. Almost anyone can 
make wallpaper a profitable de- 
partment if they have a mind to 
‘It is important to carry a large 
stock. Of my 165 patterns in stock, 
only two patterns failed to sell at 
least one roll last year 
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Clean, accurate 
threads that turn 
easily and hold tight 
are a matter of course with 4 
Republic Upson Products. 
The newest precision equip- 


ment—plus the skill and experience 


gained during almost a century of nut- 


making—enable Republic to make every 
nut consistently uniform, unvaryingly accurate. 
Over 20,000 shapes and sizes to meet all your 


standard nut and bolt needs! 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division . 
CLEVELAND, OHIO . GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N. Y. 


















































Switch to Quality Buffalo Bolts in 


RUGCE, 


HANDY-PACK BOLT CARTONS 


© Bolt storage. shipping and 

handling headaches are a thing 

of the past when you put husky 

Handy-Packs on the job. And when 

you order Buffalo Bolts, you not only 

vet Handy-Packs... you get the world’s 
best bolts as well. : 


HANDY-PAC wT ca oo price as ‘ordinary’ bolts in ‘ordinary’ cartons, 


‘arton quantities as always, same method of ordering 


FEATURES © @cartons are re-shippable without tying or wrapping. 


@ Covers make durable open drawers for bolt cabinets. 


@ Can be ordered in carload or less-than-carload lots. 
Write for circular on quantities and weights of Handy-Pack Cartons 


BUFFALO BOLT COMPANY 


Division of Buffalo-Ex lipse Corporation 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office 
Buffalo International Corp.. 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS BOLTS « NUTS RIVETS AND SPECIAL FASTENERS 


56 








WASHINGTON NEWS 





(Continued from page 31) 


With the change, retailers now 
can determine markups by refer- 
ring to the next higher and lowe! 
costs on their charts for items of 
the same category. To determine 
the markup, dealers can averag 
the percentage markups of the next 
higher and lower and use the re 
sulting markup in figuring the 
ceiling price of the item 

Before the ruling was amended 
dealers were required to take the 
percentage markup of the next 
lower cost on the chart or the av- 
erage percentage markup of the 
entire category, whichever wa 
lowe! 


° 


NPA Control Order 
Affects Durable Goods 


NPA OrpDER M-47A which be- 
came effective July 1, relaxes some 
of the restrictions on the use of 
copper, steel, and aluminum in 
consumer durable goods, but pro- 
vides for cuts for many users I! 
the third quarter of the year 

For one thing, the new order 
will hit sharply the materials used 
by manufacturers of radios and 
appliances. Under previous orders 
manufacturers were under no re- 
strictions concerning the use of 
parts made by other manufactur 
ers for their products 

Under the new order a manufat 
turer must include all purchased 
parts in figuring the metal used ir 
his finished product. This is ex 
pected to reduce total productior 
substantially in many instances 

Although the order cuts back 
the amounts of the three metal 
which a manufacturer can use ir 
the third quarter of 1951, it is left 
to the manufacturer to determine 
how these metals shall be used 


¢ 


Merrill Named to 
OPS Committee . 


GEORGE MERRILL, general sales 
manager of The Stanley Works 
New Britain, Conn., has been ap 
pointed to the Builders Hardware 
Industry Advisory Committee by 
the Office of Price Stabilization 

A prominent member of the 
hardware industry for many years 
Mr. Merrill is a past president o 
the American Society of Architec- 
tural Hardware Consultants 
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leable! 


Columbion Pure Manila is 


can depend on even t 


Every foot is guaranteed for qua 
durability, long service. Flexible and n« 
water-proofed and rot-prooted 


completely dependable under al 


Show prospective buyers the familiar re white 
ond blue surface markers ... the tape marker in 
one strand carrying Columbian’s unequalled guar- 
antee. Both earn quicker sales a re customer 


satisfaction. 


COMPLETE ROPE DEPARTMENT 
REQUIRES LESS THAN 2 SQ. FT. 


No need to clutter floor and counters 
this Columbian Rope Merchandiser 

takes only 22 1142” of floor space 

Measures rope accurately and cuts 


Saves you time and work 


Send for free 
folder on Columbian’s 
Rope Merchandiser 


Fr COLUMBIAN ROPE COMPANY 


440-70 Genesee St., Auburn, “The Cordage City,’ New York 


GZ ROPE) |) 
COLUMBIAN 
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Business to Continue 
on High Plane .. . 


IF AN END TO the shooting 
should result from the peace talks 
in Korea there may be some relax 
ing of the rearmament program, 
but there is little likelihood that 
there will be an accompanying 
sharp set back to business. The best 
bet is that business activity will 
continue on a high level. Defense 
spending is presently running at 
an annual rate of $29 billion with 
an even heavier expenditure slated 
for 1952. This will practically as 
sure good business for 18 months 
or more. Added to this is the fact 
that incomes are running in excess 
of a year ago and will keep climb- 
ing as employment increases. This 
will tend to keep demand on a 
high level 

With the prospect of an end to 
the fighting in Korea, prices have 
begun to fall and probably will 
ease a bit further in the future. For 
one thing, people are pretty well 
stocked up after the rush of buy 
ing immediately after the 
broke out. Buying is more cautious 
now, and big stocks are the rule in 
most stores. Shortages of consume! 
durable goods just haven't ap 
peared (see survey on page 37) as 
rapidly as first predicted. First 


Wal 


Wal 


the spring 
and then in 


supposed to appear in 
then in the summer 
the fall, they are now predicted 
for the winter months or later 
Meanwhile, prices of farm prod 
have eased off somewhat 
Grain, corn and cotton prices 
slipped under high 
and possibly will go still 
However, the farmer 
continue to be The 
crop yields expected will 
farmers a high level income 
While retail trade is 
about 6° ahead of 
a smaller vo 


ucts 
have 
levels 
lowe! 
will 


large 


recent 
S position 
good 


assure 


inning 


a year ago this 
ime ol 
sub 

Many 


aown 


actually shows 


sales since prices have risen 
stantially 
economists 


trend of 


Since a year ag 

feel that the 
sales has about run its 
and that a real increase in 
volume will take place in the fall 

While a temporary “recession 
be the 


most observers believe that 


course 


may situation for a tew 
weeks 
with a continuation of the re 


pre high employment 
i 
j 


aima 
gram, ana 
ersonal income, business, general 


strong ba 


ll continue on a 


° 


\ uM 


Farm Cash Receipts 
Above 1950 Period. 


For 


1952. 


THE FIRST 
farmers 


six months of 


cash receipts f: 





change 
in sales 
May 1951 

from 


Geographic 
Division 


May 
1950 


Ap! 


} —* | 
1951 


Stock-Sales 


Ratio 


change 
in inventories 
May 1951 
from 


May 


1950 


Apr 


1951 





U Total 


Ss 
Sales 10 
Hardware 


South 
Atlantic 


East South 
Central ' t +28 


West South 
Central +10 +-§ 126 











36 


979 
ele 














Wholesale Hardware Sales and Inventories 
(From U.S. Dept. of Commerce Monthly Report 


13.2 


above 


marketings estimated at 
billion dollars, 20 
receipts in the corresponding pe 
riod of 1950. According to the De 
partment of Agriculture this gain 
was partially offset by a 
average 


are 


percent 


howeve! 
13. percent 
prices paid for goods farmers used 


increas® in 


in production 
receipts in the first six 
estimated at 3.6 billion 


last year 


Crop 
months are 
dollars, slightly 
Crop prices may 


above 
average about 25 
but the 
down al 
Estimated 
corn, to 
than 
are in 
cotton, 


above a year 
marketing 


proportionately 


percent ago, 
volume of 
most 
receipts from wheat 
and 
last year 

dicated in 
oybeans 


cash 
fruits are lowe! 


while 


bacco 
increases 
from 


peanuts 


receipts 


flaxseed and 
vegetables 

from livestock and 
month pe! 
billion dollars 


1950 


Rece ipts 
products for the six iod 
will total about 2 


above the first half of 


e 


Retail Hardware Sales 
Show Imerease .... .- 


SALES BY independent hardware 
May, the latest mont! 
figures are able 


well the 


etailers in 
for which 
running 


aval 
were ahead o 
national average 

The Department of 
reported that retail hardware sales 
above the 
1950. This com 
of three percent 


Commerce 
were 14 percent corre 
sponding month of 
pares with a gain 
for all lines of trade 

For the first five months of 
1951, hardware dealers showed a 
percent over the 


the national 


gain of 27 
period 
age of 10 percent 
In May. hardware 
percent above the previous month 


1 
sales 
1950 against 


sales were 12 


for all lines of independ 


ent retail trade averaged seven 
percent 
Farm 


Wise were 


like 
healthy in- 
were 22 


equipment dealers 
enjoying a 
May 
percent above a year 
the first five 


were 20 


sales 
ago, and in 

months of the year 

above 1950 


crease in sales 


percent 
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Old Hi Says 


“Now you 
can really hit 
the vacation trade” 


when they order 


| HOMKO—finest made, fastest selling ax ce 
most popular well rounded line of lawn equipment welt 


SUMMER TACKLE SALE 





RMY 18 
TRIMMER TYPE 
ROTARY 
POWER MOWER 


H-I—makers of the largest line of 
fishing tackle in the world — now 
offers an important new profit op- 
portunity for tackle dealers—timed 
to hit fishing vacationers. 


ROCK BOTTOM DEALER PRICES 


H-I has lowered prices, for a lim- 
ited time only, on about 100 tackle i LS 240 
items —rods, reels, lines, lures and LP 228 FOLD AWAY 
other ge tor cee sum- 18” MECHANICAL CLUTCH LAWN SWEEPER 
mer selling. It’s our top-grade, na- 

POWER MOWER 


tionally advertised tackle, too—the 
tackle fishermen everywhere know 
and demand. 





WRITE 


Upon request, we'll send your copy 
of H-I’s Summer Special Circular, 
illustrating and describing the sale 
merchandise. See for yourself how 
much you'll save ... how much 
you'll profit! Ask too for our free 
display, advertising and merchan- 
dising helps. Wind up your sum- 

mer tackle season with a bang _—s wa ny adjustable t 
>, > ef H-Il! 2 andle gr Powered by } evolves on ball bearings mes 
OL: Ov; : eCcycie, aif bored ngine ompletely assembled. Folds fiat 


compact storage 
HOR ROCKS- IBBOTSON C0. psec bbarsot HOMKO.. TRULY A QUALITY PRODUCT 
WESTERN TOOL & STAMPING CO. 
UTICA, N.Y. A LEADER IN THE LAWN MOWER FIELD 


Manufacturers of the Largest Line of Fishing Tackle in the World 2725 SECOND AVENUE DES MOINES 13, |OWA 
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John P. Loughman, Boker 
Sales Executive, Dies .. . 


John P. Loughman, 
sales manager for H 
101 Duane St., New 
died recently at his 
Francisco, Cal 


78, western 
Boker & Co., 
York a N Y , 
home in San 


John P. Loughman 


Mr. Loughman, known as _ the 
“Dean of cutlery men” by associates, 
had been with the company for 64 
years, having started as an office 
boy and becoming sales manager of 
the eleven western states in 1924. He 
had been active in business prac- 
tically up to the time of his death 


4 


Fuller Named Sales Head 
Of Camillus Cutlery .... 


C. T. Fuller, Jr.. has been named 
sales manager of the Camillus Cut- 


C. T. Fuller, Jr. 


lery Co., Camillus, New York, ac- 
cording to Ralph H. Tate, president 
of the organization. He replaces Rob 
ert N. Kastor, retiring sales manager 
Mr. Fuller joined Camillus in 1932 
as a salesman serving the midwest 
and southern part of the United 
States 
He now 
Skaneateles, 


resides with his family in 


New York 


° 


Todd Bros. to Represent 
Prepo in Seuthwest . . 


Pressure Products Corp., 140 North 
Dearborn St., Chicago, Ill., manufac- 
turers of Prepo hand torches, have 
appointed Todd Bros Sante Fe 
Building, Dallas, Texas, as South- 
western representatives 


a 


Moto-Mower Elects Three 
New Vice-Presidents .. . 


M. C. Ramsey, president of The 
Moto-Mower Co., 4600 Woodward 
Ave., Detroit 1, Mich., announces the 
election of three new vice presidents 


Claude O’Maley 


Claude 
charge of 


O’Maley, vice-president in 
manufacture at the Rich 
mond, Ind., plant; John S. Slick, 
vice-president in charge of opera- 
tions and comptroller Renville 
Wheat, vice-president, secretary 
legal counsel 

Mr. O’Maley has been with the 
company since 1945 and has been as- 
sociated with the lawn mower indus- 


and 


John S. Slick 


Renville Wheat 


try for many years. Mr. Slick 
formerly vice president and treasure: 
of Graham-Paige and 
Kaiser-Fraser. Mr. Wheat 
legal firm, Dykema, Jones & 
Detroit 


secretary 


Passing of Geo. F. Smith, 
Heller Bros. Veteran . . 


George F. Smith, 86, sales 


repre 
Com- 
South 
home 


Heller Brothers 
Southeast rT 
23rd at his 


sentative of 
pany for the 
west, died on May 
in Baltimore 

Mr. Smith had associated 
with the Heller Company for over 
40 years. A member of the 50 Year 
Hardware Age Club, he began his 
connections with the hardware in 
dustry in his early when 


been 


twenties, 
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WE'RE 
TOUGH HOMBRES 
WHERE | 
COME FROM! 


SOUTHERN 


woopD 


SCREWS 


(Slotted or Phillips Heads) 
are extra rugged in body and shank 


Your customers will appreciate the super strength 
ot Southern wood screws. For Southern screws are 
of single-thread construction to conform to Federal 
Specifications. Other types of threads often weaken 
body and shank, causing screws to twist and break 
But Southern screws’ construction assures real 
ruggedness where it’s needed most and reduces 


breaking to an absolute minimun 


Southern screws are made of high grade extruded 
brass wire or the finest selected high sulphur extra 
quality steel wire, bright or plated finishes. They are 
available in a wide range of types and sizes, slotted 
or Phillips heads 
Write today for our catalogue 
FACTORY WAREHOUSES 
4100 Dell Avenue 325 West Ohio Street 
North Bergen, N. J. Chicago 10, Illinois 


280 Decotur, $.E. 
Atlanta, Georgie 


SOUTHERN 


SCREW COMPANY 


110 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


+ + + + + + 
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For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware 

quality produced by 

Griffin 


Every DOOR NEEDS THREE! 


IFFIN- 


C anufacturing Company 
ERIE + PENNSYLVANIA 


REPRESENTATIVES 
a arren Street, New York 7, New York 
1639 Fargo Avenue, Chicago 26, Illinois 
9344 Woodward Avenue, Detroit, Michigen 
115 Broad Street, Boston, Massachusetts 
355 Market Street, San Francisco 3, Ce 
917 St. Charles Avenue, Atienta, Georgie 
—. H. FARRAR 6637 Golf Drive, Dallas 5. Texas 
R. F. BEVERS 4524 East 60th Street, Seattle, Washington 
L. J. FULLER, JR 785 North President Street, Jackson 6 Mississlpp! 
HARVEY D. RUSH & SONS 4638 Nichols Parkway, Kansas City, Missour 





8. S. ALDER COMPANY 
WILBUR H. DAVIS 
GEO. A. GREGG 
AUSTIN & EDDY, INC 
CHARLES L. LEWIS 

W. S. JOHNSON 





ne joined the general hardware sons, one of whom is Paul E, Smith, 
wholesaling firm of Carlin and Ful-_ present Southeastern sales repre 
ton, Inc. Many years later he covered sentative of Heller Brothers Com- 
the Southern territory as salesman pany 
for the Schaffer Hardware Com- 
pany, and still later represented H 
Wehr and Company of Baltimore 
Mr. Smith was well known in Plymouth Cordage Elects 
hardware circles and was a past Two New Vice Presidents 
president of the “Old Guard.” Also 
bestowed upon him was a place on Ellis W. Brewster, president of the 
“Roll of Honor” of the Southern Plymouth Cordage Company, Plym- 
Wholesale Hardware Association. A outh, Mass., has announced the elec- 
member of the oldest Masonic Lodge tion as vice presidents of Stanley 
in Maryland, he was also active in Cheney, manager of the Fiber De- 
Temple Baptist Church in Balti partment, and Henry Keyserling, 
more controller. Mr. Cheney and Mr. Key 
Mr. Smith is survived by three serling were elected vice presidents 


. 


Cheney Keyserling 


at a meeting of the board of directors 

Mr. Cheney, a graduate of Phillips 
Academy, Andover, and Massachu 
setts Institute of Technology, has 
been with the Plymouth Cordage 





Company since 1931 

Mr. Keyserling has been with the 
Plymouth Cordage Company since 
1944. Reared and educated in China, 
he worked for several concerns in 


that country 


+ 


E. E. Leuis Retires As 


TOTAL VALUE $5.30 RETAIL . Amer. Steel Executive 
SPECIAL PRICE $70 : ys . Ernest E. Louis, assistant to vice 
for COMPLETE KIT . mcr president of sales, American Steel & 


Wire Co., Cleveland 13, Ohio, has 
retired after 39 years of continuou 
service with the U. S. Steel sub- 
Each lure in this selection had : sidiary, according to H. M. Francis, 
to win its place by a consist : " . vice president of sales 

ent record of catching fish 
with spinning tackle. The 
transparent plastic display box 


- ; PFA, 
(pocket size) as illustrated, is PLASTIC BO > 
ready to go to work for you on your counter 


BABY J FEATHER JIG 


1/8 o2. rigged with highly polished spinner and red beads. 1/0 hook 45c¢ =~ r— 3 
BABY DUDE NYLON *) 
Weight 3/32 oz. No. 4 hook. Yellow head with red eyes 35¢ ys <> 


SUPER MIDGET 


Plastic body—never swells or waterlogs. Weight 5/16 ox. 
Lifelike colors $1.00 


BABY DUDE BUCKTAIL 
No. 1/0 hook. Weight 3/16 o2. Fine quality water-resistant bucktail 40c 


REFLECTO SPOON NO. 1 
Weight 1/8 oz. No. 2/0 hook. Design and finish same as No. 0 


REFLECTO SPOON NO. 0 Widely known in the hardware and 
Weight 1/16 oz. No. 4 hook. Brilliant chrome finish ndustrial trade, Mr. Louis is a na- 
Perfected light reflection design 55¢ tive of Lacon, Illinois. He started 
with the company as a stationery 


BABY DUDE FEATHER clesk in ite Deltaih. Witeois vl 

Weight 3/32 oz. No. 4 hook. Metal head with red eyes — - os * x 7 . comps, 4 —_ <A 
Protective plostic shirt 35¢ 1912. Five years later he was trans- 
ferred to the Chicago ofice, where he 
SUPER DUDE NYLON served in the purchasing depart- 
65c ment, advertising department, and in 
ales. In 1937 he came to company 
headquarters in Cleveland as as- 
ORDER FROM YOUR JOBBER x <7 sistant manager of the merchant 
TODAY : r products department and continued 
in that capacity until his appoint- 
ment in 1947 to the position of as- 

sistant to vice president of sales 


55¢ Ernest E. Louis 


Equipped with 2/0 hook. Weight '/% 02. Brilliant colored scale body 
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Woodruff LAWN SEED 


- -- because it grows better! 
- - = because it’s ——y 





mM bil {Co with 


— P | \ = 
Southern Evergreen (for sunny areas)— DRAPER-MAYNARD \ 


a superior mixture that provides a healthy, 


rich lawn. 4 {/ ? ) t 
Southern Shady (for shady areas)— i} Ul A HUM i 
Woodruff’s best Southern mixture for use 

where shade is heavy and growing conditions 


poor. 


Woodruff Seed for Better Lawns! OFFICIAL FOOTBALLS 


é. oH, WOODRUFF yon kn 
rN fications. Genuine cowhide, 
& Sons, Inc. : x double lined, eight-hole 


~2 Main Office, Milford, Conn. , se double lacing. Tops in 


Atlanta e Dallas soles appeal with the 
youngsters. 








with the famous meal 


SAFETY HELMETS 


One-piece molded construction 
with six-piece web shock 
absorber with “Airlite” center, 
cushion rubber padded forehead 
and back piece, soft leather, full 
leather bound edge. The kids 
will go for ‘em. 


Order the complete DRAPER-MAYNARD 
line from your Wholesale Distributor now 


STRATAFLO 
FOOT AND CHECK VALVES 


end leakage troubles . . . save their 
cost many times over in service calls. 


Ideal for jet type pumps. Ask for 
bulletin 203. 


order from your jobber 


77777, Zam PRODUCTS, INC. 


COST WAVES 0, MUBIANIA THE DRAPER-MAYNARD (0., 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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Bolton to Represent 
Eagle Rule .... 


help vour CUSTOMERS] | RG. Plumb, vice president it 


charge of sales of The Eagle Lock 
SELECT THE Company, Terryville, Conn n- 


nounces the appointment of Leslic I 


hand them —_ m as representative to call or 


wholesale trade in Virginia and 


C H A N N EL l 0 C K North and South Carolina 





is TO HELP YOU 
Made only by SELL 


CHAMPION 
DeARMENT 





Parrish bowls are now grouped in 5 
major lines. Each line distinct in type, 
quality, finish and price level. 


5 skillfully arranged lines make it 
easier for you to select just the kind 
of bowls and prices your trade will 
buy freely. Knowing about “Old 
Colonial" and "Caesar Salad" is a 
must. 


New descriptive folder and price list 
will tell you about all 5 lines. Write 
Leslie L. Bolton today for your folder and discounts. 
Action will bring you a good new 
sales idea. 


Prior to entering the arme 


ices, Mr. Bolton was with the Belknap | J, SHEPHERD PARRISH CO. 


“Hardware and Manufacturi: 
205 WEST WACKER DRIVE 


Louisville, Ky for ten ye - CHICAGO 6, ILLINOIS 


Edward 
Lergest Manufacturer of Fine Wood Bowls 











17,000 square f 
itice space, and 
remodeled 
Westinghouse 
Channellock plers are made by skilled Westinghouse Opens tional wholesale mar tins 
craftemen of a company known for nearly aaa 4 : 
3. 4 of @ century for its highest quality pro New Texas Branch . he Westinghouse Electric 
ducts The outstanding features of Channel ts other manufa 
lock phers such as Longer Wearing, No W ner manutac 
on the Joint Bolt. Closely Spaced Adjustmer 
and Greater Strength make them the most it a newlvy-established branch head- 
desired pliers ‘ ‘ ’ . 

Whenever your customers ask for pliers quarters of the Westinghouse Electri 

help them select the Best Hand them Suy ply Co at 605 Main St Lub 
Channellock . . Th " 

And remember, Only Champion DeAr- pock, Texa The new headquarter: 
ment makes Channellock. Send for Catalo, vill supply electrical apparatus and 
DS today : ‘ ») 

upplies, radio and television se Rockwell Co. Acquires 


CHAMPION DEARMENT TOOL CO. and electrical housewares, to dealer Ohlen-Bishop Mfg. Co. 
Meadville, Pa. «| contractors, utilities and other ir s 
Channellock pers are listed in the trial customers, in 22 Texas counti W. F. Rockwell, Jr., president of 
Yellow Pages of most Telephone irrounding Lubbock Rockwell Manufacturing Co., 409 
Owectories under *‘Tools’’ Previously, the area was served North Lexington Ave., Pittsburgh 8, 
field men from the company’s Penn., has announced the acquisitior 
branches in Amarillo and _ Fort of the Ohlen-Bishop Manufacturir 
Worth. Now, shipments from stock Co., of Columbus, Ohio 
n the Lubbock branch are expected The company manufactures a con 
to cut elapsed time materially be- plete line of mill and factory wood 
tween placing of orders and delivery vorking saws and saw blades, as we 
of electrical equipment a trade line for carpenters, plumb 
G. M. De Kraker, manager of the ers, electricians, and butchers and a 
Lubbock operations, formerly wa complete line for the home work 
apparatus and supply manager for hop. The products augment the line 
the firm’s southwestern district, with f power tools made by Rockwell’ 
headquarters at Dallas. He joined Delta Manufacturing Division 
Westinghouse Supply in 1945 as Ohlen-Bishop was organized in 
manager of the Amarillo branch 352 
Assisting in supervision of the new manufacturing concerns in the coun 
branch is H. J. Flolid, stores man- try. The present plant, built two 
ager, who is in charge of warehous- years ago, covers approximately 
ng and shipping. 102,000 square feet all on one floor 
The one-story building occupied ind is laid out to accommodate a 
by the branch in Lubbock supplies series of production lines 


e ‘ull-scale operations have begu 


52 and is one of the largest saw 
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Do Your WINDOWS 
Need Washing? 


NEXT Time, 
Switch to 


CELANESE 
Plastic Windows 


* Crystal Clear * Distinctive 
* Rugged * Serviceable 


Ask Today for Samples 


ATLANTA 
ENVELOPE 
COMPANY 


P. O. BOX 1267 * ATLANTA, GEORGIA 











ITH THE CHILDRE 


AT BEAUTIFUL 


Fluor Ullege. 


_(pcation 


\ DAYTONA GEACH, FLA 





aks, 


You should enjoy the lux- 
ury of this five million 
doliar vacation paradise 
... hundreds of gorgeous 
acres and palm trees—on 
the ocean between Or- 
mond and Daytona Beach. 


Golf, tennis, fishing and ocean bathing at your door. Every 
convenience for children . . . nurseries, playgrounds. Near gay 
entertainment unsurpassed sightseeing, amusements, recrea 
tion. Fully equipped apartment-villa with living-dining room 
separate bedroom, tiled bath, electric kitchen—e Shangri-La for 
your entire family—only $49.50 weekly. Two and three bedroom 
villas slightly higher. Florida is superb right now—write for 
folder, rate sheets and any special information. 


AMILY RE 


DAYTONA BEACH 
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HOME OWNERS, 
FARMERS, 
RANCHERS, ETC 





IMPORTED ho SWEDISH 


BUSHMAN BOW SAWS 





No wonder Gensco Bushman hos become the fastest moving 
bow sow line in America. Its patented tooth design cuts easier 
faster —stoys sharp longer. Everywhere people ore singing its 
proises for cutting logs, lumber and other general work. Rigid 
frames in sizes 24°, 30°, 36°. Adjustobles in 42° ond 48 

In three styles: (1) Bushman potented biodes for 
REPLACEMENT general work; (2) Nordic Roker blodes for logs and 
BLADES heavy work; (3) Bushman specic! pulpwood blodes 

for pulpwood cutting 


Include extended hondies in 30°, 36°, 42 
sizes. Topered front styles in 30° and 36° lengths 


Beautiful 3-color display rock that 
holds four sizes of bow sows— Given 
free with the purchase of eight sows 


ond six replocement blodes. ind 


GENSCO 
Bow Saw 
MERCHANDISER 





vidually pocked 


COMPLETE LINE OF GENSCO BUSHMAN PRUNING SAWS 


All sows feature the famous Bushman tooth design thot cuts on 
forward ond bockword stroke, Styles include long and short 


handles, tubvlor extensions, pistol grip and folding hondles 


WRITE FOR LITERATURE WRITE FOR PRICES 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1806 North Kostner Avenue « Chicago 379, Illinois 





National Hardware Show 
Space Almost Sold Out .. . 


+. C &4 - ; Frank Yeager, managing director 
% *] of the National Hardware Show, has 


announced that although the show it- 
self is still four months away, it is 
now over 90 percent sold out, and 
that this year’s exhibits will include 
the greatest number of both hand 
and power tools ever show: 

Mr. Yeager also stated that from 
a survey of exhibitors to date, more 
than 35,000 items will be on display 
Among the outstanding features of 
the 1951 show will be the new pack- - — 
aging and merchandising ideas of ° 
fered by exhibitors The Duck’s Real Twin Means 

The show will open its doors on 
October 8th for a five-day run at Profitable Sales for You 
the Grand Central Palace, and witl rs the realiom of Victor Veri-Lite 
the cooperation pledged by exhib- Decovs that satishes your customers 
itors to publicize the show in th and brings you satisiving sales. National 
own trade paper ads, this year’s show advertising in Field & Stream, Outdoor 
is expected to be the most highly Life. Sports Afield, Hunting & Fishing 
now and Ducks Unlimited builds customer 


. wate te oo 





edvertised and publicized trade 


ever held in America, Mr. Yeage preference for Victor Veri-Lites. Made of 
said sturdy, w ater-proofed molded pulp to 


exactly match real ducks; pre-balanced 
° equipped with anchor line swivel; finished 
in realistic glare-free colors 


Harlow and Kempton The complete line of Victor Decoys includes 


Promoted by Wiekwire | {"\.l"snoen iescm—onered pommt bom 
Charles P. Harlow’s appointment spoctntirmarnanrueic ibapeamanmianacniame 
effective June 15, 1951, as sale ANIMAL TRAP COMPANY OF AMERICA 
manager of the Hardware Products Lititz, Pa. * Pascagoula, Miss. 
Division, Wickwire Spencer Steel 
Division, The Colorado Fuel and 
Iron Corp., 575 Madison Ave., New 
York 22, N. Y., is announced by H 
C. Allington, general sales manager 





Harlow Kempton 


In 1936, Mr. Harlow oined the 
then Wickwire Spencer Steel Co 
Since this time, with the exception 
of four years service in the U. §S 
Coast Guard, he has serve 
ous capacities in the Clin 
Worcester mills and in the New 
and Boston district offices 

Mr. Harlow, who succeeds William 
Sewert, resigned, and William Kem; 
ton, assistant hardware products 
sales manager, will continue to be 


Y r t wK E gp s located in the new sales office of the 
ThE FALLS. w ; Hardware Products department at SEF YOUR JOBBER 


ont . the corporation’s subsidiary, Amer- HA 
a ican Wire Fabrics Corp., Mt. Wolf, NSON SCALE co. 
Penn 525 N. ADA ST., CHICAGO 22, ILLINOIS 


s* "4 
asta 836 
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WRC 


SMITH 


PUBLICATION 





BYALL mn ants 


OIL RANGES ’ y 
AND HEATERS These are the publications 


advertisers are using to sell 
DEALER REPORTS: America's fastest-growing region 





. customer will 


sie foe nthe _ ‘ For more than fifty years W. R. C 


TOV PA A nlp age . Smith Publications have served the 
STOVE REPAIR MAN ec 


WRITES: “1 have used your f: — South and Southwest, and have pro- 


—— er . duced profitable response for adver- 
ra few years—thin ie i 
they are really the | | tisers. Tempting sales opportunities 


bess.” te exist in the market today; the future 
HOUSEWIFE REPORTS: - CHEMICALLY Bh og OY potential is tremendous Intensive 


"| have enjoyed 3 
years perfect service 
out of my present 
GLASWIK Kindlers.” | FOR 0}. BURNING WICKLESS STOVES 


regional coverage is not only warrant- 


ed — it is a necessity if you are to fully 
J RANGES AMO MELATERS 

‘ultivate the market 
ATLAS ASBESTOS COMPANY | ooo. sven Ziatiar”vene en — 
tence ne ac In their specific fields the Smith 
Publications provide this dominant, 
WRITE TODAY FOR INFORMATION i 
comprehensive coverage you need. 


eS ET 2 


For detailed facts on any or all the 
markets served and Smith’s service to 


advertisers your inquiry is invited 


W. R. C. SMITH PUBLICATIONS 


806 Peachtree St., N.E., Atlante 5, Ge 


wick LAWN EDGER 
AT LAST A REALLY GOOD LAWN EDGER 


A real profit maker, a really good lawn edger at last! The 
Wick Edger's new and origincl design makes the cutting 
knife follow the contour of the ground so that it will not 
dig or plow. Your customers will like the Wick Edger 
becouse it is constructed to facilitate the greatest 
possible ecse of handling. The knife is self-odjust- 

ing and self-sharpening, the heavy gauge 

spring steel cutting whéel and blade are heat 

treated for long life. A 4 inch rubber tire 

guides the edger along smoothly and 

without strain. Approximate unit 

weight, 3 ibs., handle length, 48 

inches. 








SOUTHERN HARDWARE 
offers the most complete 
coverage of the wholesele 
and retail trade in the \é 
’ Southern and Southwesterr 
tat 
Write for complete information. _— 


, INCORPORATED 
NEWCASTLE, INDIANA 
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small, yet sturdy 
-»ethe most popular 
quality pocket knife 
in America. 


stagged handle — No. 21 
maize handle — No, 22 


Here's a fast-turning, impulse-sales 
pocket knife with the famous 
CAMILLUS name and workmanship 

. sales attractions that have won 
consumer acceptance from coast to 
coast. For quick profit it will pay 
you to feature this as well as the 
complete line of CAMILLUS Knives 
because 


ask for 
ny other 
rding to 
made by 


ur custome 

‘ proved quality 

that ints with the customer, 
CAMILLI Knives are ‘“‘most- 
wanted their top-grade, high- 
carbon ste true-taper blades 
° and an exclusive hand-honing 
Process that gives the amazing 
PERMANIZED* Edge that actually 


defies dulling 


3) CAMILLUS is the only pocket 

knife line supported by ag- 
gressive and consistent national ad- 
vertising and promotion ... plus 
dramatic counter displays and pro- 
motional material to help you tie 
all these advantages together and 
get “Quick Turnover! 


*Reg. T.M 


CAMILLUS 
had the edge! 








WHOLESALER 


NEWS 





Booklet Covers Growth of 
Frank T. Budge Co. ..... 


“Miami’s Oldest Hardware Busi- 
ness” is the title of a 20-page illus- 
trated booklet on the development of 
the wholesale hardware business of 
the Frank T. Budge Co., Miami 
Florida, from the time it was estab- 
lished in 1896. It is the oldest mer- 
cantile business in Miami and is said 
to be one of only eight Miami firms 

business after 50 years or 


The business, which started as a 
small hardware store, was both a 
vholesale and retail operation for 
many years, but in 1948 it was de- 
cided to discontinue the retail end 
of the business. The business was 
taken over by new management i 
1949, at which time there were 
total of 21 employees, including fiv« 
salesmen. The company now has 57 

loyees including 18 outside 
smen and four inside salesmen, 
territory has been enlarged, and 
volume in 1951 is expected to 
about four times what it was in 
the last vear of the combined 
lesale-retail operation 
Drody is president of the 
George U. Robson is vice- 


E. W. Drody 


president and treasurer, Sydney G 
Keep is vice-president and secretary 
and Stuart W. Patton is chairman 
of the Board of directors 


° 


Allison-Erwin Issues 
New Hardware Catalog 


On May 25, the Allison-Erwin Co., 
Charlotte, N. C., held a meeting of its 
entire personnel of the Hardware 


New office and warehouse building recently completed and occupied by 
Richmond Hardware Co., Richmond, Va. Located in the industrial area, 
the one-story construction was erected on a 300 x 432 foot lot, with 
adjoining lot for customer and employee parking. Side facilities permit 
loading or unloading of five cars at one time, and a truck dock accom- 
modates 15 vehicles. The warehouse consists of 114,000 sq. feet 
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jee” 
CAMILLUS Szeak Sez 


Here's why you get 


‘* 
QUICK TURNOVER) = \_ ™~ ; 


—IMPULSE SALES . ~~. ~ = 
~~ 


1) Famous PERMANIZED® Edge. Actually defies 
dulling! Keenly sharp—it stays sharp. Blades 
made from a specially formulated hard, tough and 
costly stainless steel precisely tempered and hand- 
honed under oil. Tip-serrated blades deftly cut steak 
or chops, slice poultry. You sell more .because 


No. P-122 


$7.95 ea, 
Retail 


CAMILLUS has more to sell! 


(a Cumaas by Goed Mevsshocping. Your customers Display CAMILLUS Steak Sets Boetiv in your 
now the Good Housekeeping Seal—recognize it as 4 F 

a sign of honest quality. This “stamp of cutlery department. Six gleaming Erlives in a hand- 

approval” is one of the reasons why some hardwood block are a sales Magnet in any store, 

CAMILLUS is easier fo sell! And at the exceptionally attractive retail price, it's 

3) Fashion Academy Gold Medal Award. CAMILLUS Knives a specialty cetiain to spark profitable IMPULSE 

are designed for beauty as well as utility. Their SALES. Also available a complete line of CAMILLUS 

beautiful, tough Nylon handles .. . their carving and kitchen sets; CAMILLUS open-stock slicers; 
mirror-bright stainless steel blades—won for utility, paring knives spreader and fork 

CAMILLUS the coveted Fashion Academy Gold 

Medal Award for Distinctive Design. This dis- 

tinctive plus value pays off in increased sales! nearest distributor. 


Write us direct for descriptive folder and name of 


ry? ) 
This handsome display case, plus 
a low cost sterter stock will 


stort many sales. Ask your dis 
tribytor how to get it. 


P.111 3-piece Carving Set in P.102 “Shortie” Kitchen Rack 
wood block with sharpening Set; 5 most-used pieces in 


stone; gift boxed hondy wall rack. Gift boxed 
“Rez TM 
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Division for the purpose of pre 
Hold the heads of axes senting its new hardware catalog t 
hammers, sledges 1ting its ne laraqware catalog to 


mallets, hatchets the sales organization, as well as of 
and other handle. fice and house salesmen 
type tools. Fifty members of the Hardware 
Available ina 
complete Division were present, and the meet- 
* range of ing was conducted by Jack Johnston, 


esses. vice president and sales manager, and 


+. C. H. Clark, vice president of the 

Red Devil Hardware Division 
With home office and main ware 
GRADY WEDGES house in Charlotte, Allison-Erwin 
Company maintains branches in 
Asheville, High Point, and Goldsboro, 


North Carolina; Greenville, Columbia 
and Charleston, South Carolina 


; Sa ger COMET 
A Day in the Life of k 
Ralph C. Floyd .. . » Sells Like 
women 6 Ralph C loyd, a director of and ayo" ~ Magic 


R iD uw Roe Dent ‘ , 
GRADY WEDGES me - salesman for the Harris Hardware 


Co., hardware wholesalers in Wash- 

ington, N. C., is not a man to indulge ne design low pric its appeal to 

Counter- in self-pity In fact, in a time wher all ages.in town or country its cimeli 

salesman holds self-reliance seems to be a com ness when everyone is conscious of the 

36 No. 5 and 24 No. 10 Wedges for fast modity in short supply, 

service and impulse sales . 

Rust - resistant, chip - proof pound 

these patented steel wedges into the is unusually Unusually fine display 

head of any handle-type tool — they'll recent letter from J. Max Roebuck f , 

never come out = ree with every dozen 
assistant secretary of the I 


8008 saints to @ recent event e lif [R.E. DIETZ COMPANY | 
A PRODUCT ro} . ' t 
er of “Raiph C. Floyd poor ELE syracuse 1, N.Y. 


Red Devil Tools. ample proof ; SOLD EXCLUSIVELY THRU THE JOBBING TRADE 


+ 


IRVINGTON 11, N. J, U.S.A It seems that one 
Floyd was trudging up ther 

ing into Zebulon, N. C., listing 
ily to starboard under 


en eee ae ee ne. Se Oe REEVE DISPLAY EQUIPMENT 


no attention to passing tr 


ly, he wi is olfered a I de | y son Sells ilth iad for you 
CONSUMERS triendly strangers, one m wi 


Carl Goerch, ~esene Poa 


PATCHING he e. magazine The State, publ h i | 


the interest of North ¢ 


PLASTER Stching We? cording to Goerch’s report recent _ Shelf and Counter 


its vivid red finish and 


this 1S at need for en r sht, makes the 
least one virtue in which Mr. Floyd COMET a sur 
well-endowed. And 











the weight 


‘ —e issue, Floyd was aske 
seloone — ‘ Why didn't you sig to u ‘ 

and general repair nN > “ hha ause I wanted to pu n ass 

zg was the reply Gt 


Punish yourself 


| Pemees for Rls Te E Yeah, I was fool enough to think 7 
QUICK SALES bf ian I could get to Zebulon fore g Immediate shipment at low 

yme gas, but I ran out about a m prices on uniform straight edge 
5 from here. I decided that as glass, both long edges polished 
1. Needs no sizing at big a chump, I = to mac and ends seamed. All standard 
Mixes white in cold water. — bl eur pe 





s 


because it... 


sizes and lengths of counter, 
shelf and bin glass 


dent 


, letter he states: “If one will 
Will not check or shrink. sider the story and give it 





2 
3. Knits quickly to old plaster. portant lesson in the in 
4 





5. Does not peel or crack. thought, I am confident thi > will Send for 
benefit from the moral n ifi Price list and Sizes 


therein corried in ovr 


@ Available in 1, 2% and 5 Ib. cartons; “Unfortunately, there ; oo mat 
2, 5, 10, 15 and $0 Ib. paper bags; 100] | of us today who tend to accept al NEW CATALOG 
and 300 Ib. drums excuse our own actions and opinior 


and lean toward a thinking 
improved items from ticket hold 


— entirely contrary to the democracy 
} 7 ers to large island display units 


Send for it today! Hundreds of new 








for which we have fought 
ORDER FROM YOUR WHOLESALER “In this respect, we are 
to do for ourselves, and yet le: 


O8 GIRECT FROM US our state and national gover: eactee aaa si COMPANY 


our trade associations, our churche 


CONSUMERS GLUE CO. and our fellowmen for the majority Serving America’s Retailers since 1913 


1515 N. HADLEY ST $1. LOUIS 6. MO of our economic and social progre 2222S. Grand Ave. Los Angeles 7, Calif 
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Hancock Water Mixer 
Available to Trade. . 


Hancock Manufacturing, Inc., 135 


S. 2nd St., Philadelphia 6, Penn., is 
offering a new, handy water mixe 


for laundry tubs, showers, hose-ends 
faucets, etc. The mixer requires no 


special adjustments, and it can be 
attached in a matter of seconds by 


anyone, by screwing the mixer onto 


hot and cold faucets 
Authorized distributors are 


quested to contact Hancock 


further information regarding pack- 


ing, shipping and price. Stock is 
available for immediate delivery 


. 


Cellophane Bands for 
Dexter Key-in-Knobs 


Dexter Lock Co., subsidiary of 
National Brass Co, Grand Rapids, 
Mich., is applying cellophane bands 
fo its Dexter Key-in-Knob sets. De- 
signed to protect knobs from possibl:« 
damage after the lock sets are in- 
stalled and before the home is oc- 
cupied, the bands prevent marring of 
knobs by paint, shellac 
hesives 


linoleum ad- 


cement, etc 


The bands also carry the informa- 
tion that Dexter locks are Lifetime 
Warranted, and when the home- 
owner peels the band from his knob 
he sees the warranty 

The nature of the application of 
the tight-fitting bands require that 
they be applied at the factory, thus 
they are not available for attach- 
ment in the field 





easy identificatior 


tusion 


I. R. Clark Ceo. Introduces 
New Rid-Jid Ironing Table 


The 


Red Devil Introduces 
New Floor Conditioner 


A twin-brush floor 
powerful enough for com 
househ 
been announced by Red 
Irvington, N. J. Designated No 
33, the machine is des 
for $64.50 

Featuring : 


yet priced for 


gned t 
streamline 
housing and a handle that star 
itself, the FP-33 is designe 
crubbing, polishing, waxing 
buffing. A kit of attachment 
able at small additional cost, includ 
steel wool pads and coarse and fir 
sandpaper discs 

Driven by a % h.p. AC-DC mot 
the unit features twin 6-inc 
brushes, rotating in opposite dire 
tions and covering a full 12-ir 
path. Complete, it weighs 10 | 
and is fully approved by the Unde: 
writers’ Laboratorie t 4 ul 


nounced 
* 


Sisal Rope Available 
New in Handy Coils . 


Manufacturing ( 


American 
Brooklyn, N. Y 
now packaging its best grade of Sisal 


announces that 
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National Lock Offers 
New Lockset Series. . 


The National Lock Co., Rockford, 
[ll., has introduced National Lockset 
Series 410, featuring simplicity 
National Lock’s key lock, turnbutton 
lock, privacy lock and knob latch are 
available in many _ mirror - like 
finishes, including bright brass, dull 
brass, bright chrome, dull chrome 
and dull bronze. A large number of 
combinations of these finishes or 
inner and outer knobs and escutch- 
eons provides a wide selection for 
customer appeal, and lasting finishes 
are accented and protected by baked 
phenolic lacquer 

Dummy trim, consisting of door 
knob and escutcheon is offered in all 
lockset finishes. A solid brass en- 
trance door handle is available for 
use with key lock. Only seven opera- 
tions are required for installing Na- 
tional Lockset, and locks are easily 
adjustable to door thickness, it was 


announced 


Precision made of solid brass and 
selected cold rolled steel, with 5-pin 
tumbler lock construction, National 
Lockset will provide positive secur- 
ity and greater convenience for 
builder and home-owner and will 
last the average lifetime of the 
home, it is claimed 

Units are packaged in colorful 
easy-to-identify cartons, each con- 
taining positioning template, illus- 
trated instructions, and necessary 
screws for installing lock 


° 


Boyle-Midway Announces 
New Furniture Polish . . 


Boyle-Midway, Inc., New York, 
N. Y., has introduced a new Wood 
brite silicone furniture polish that is 
said to clean, polish and protect fur- 
niture, without buffing 


FORMITURE POLISH 


= 
ee 





Strieder Schraffenberger, presi- 
dent of the company, reported that 
“Women will find Woodbrite silicone 
furniture polish the greatest time and 
energy saver since the discovery of 
the vacuum cleaner.” 

Woodbrite is being advertised na 
tionally and will be promoted 
stantly at all levels for top sales, the 
company announced. Boyle-Midway, 
Inc., also makes Autobrite silicone 
ear polish 


con- 


- 


Green Spot Sprinkler 
Added to Scoevill Line 


Scovill Manufacturing Co., Water- 
bury 20, Conn., has introduced the 
new Green Spot Weather-Matic 
sprinkler, with nozzles and arms that 
may be adjusted to water from 10 t 
50 feet 

As the nozzles water 
large areas, rotation is automatically 
slowed down, providing the proper, 
uniform water coverage for the area 
For small areas, less water is thrown 


are set to 


& 


cut, rotation is automatically stepped 
up, and the area is watered with a 
finer spray, to eliminate harmful 
washing 

The sprinkler features polished 
chrome arms that spin freely on ball- 
bearings, for smooth, silent rotation 
The green-enameled cast-iron base 
is rust-proof, and moving parts are 
brass. Priced to retail for $7.95, the 
sprinkler is highlighted in Green 
Spot’s 1951 Promotion Kit, which is 
built around a unique related-sales 
window display that boost all garden 
foods, including Green Spot 


2 


New Indoor Washline Kit 
Introduced by Faleo .. . 


A new “washday” product, called 
the “Handy Line” Indoor Washline 
Kit, consisting of four suction cups 
and 25 feet of clothesline, has been 
introduced by Falco Products Com 
pany, 2620 Parrish St., Philadelphia, 
Penn., manufacturers of aluminum 
indoor and outdoor clothes dryers 


Designed for indoor wash drying 
purposes, the Handy Line Kit fits the 
needs of small space quarters—bath- 
rooms in homes, apartments, tourist 
cabins, etc It's put up quickly by 
moistening the suction cups and ap- 
plying them to any smooth, flat sur 
face. It is removed by lifting edges 
of cups, and pulling. Clothesline is 
attached through small openings in 
each cup. The unique contents of 
this kit enables its owners to utilize 
up to 25 feet of washline in spaces 
than 6 feet wide, merely by 
manipulating the suction cups into 
positions highlighted-on in an en- 
closed booklet. 

Packed in a convenient and at- 
tractive cardboard container, the kit 
weighs less than five ounces, making 
it an ideal companion for travelers, 
vacationers, etc 


less 





Foam MARSHALLTOWN 


MARSHALLTOWN 
wy 


MARSHALLTOWN TROWEL COMPANY ~- 


TROWELS 


MARSHALLTOWN, IOWA 
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ORDER THESE FAST) !TFiGures... TO STANDARDIZE 
SELLERS NOW! 


Swing and Well Chain 
First in the South 
with the finest. This 
chain is made of 
highest quality 
chain wire and 

then electro- 
plated of 
commercially 

pure rinc. A 
standard link end bet 
ter formed. 





Flat Wire Tempered Broom Rakes 
The tines are of high corbon, tem 
pered cold rolled flat wire, with round 
ed edge, 5/16" x 029. The tines are of 
one piece, interlocked into the frame of the 
neck, and cannot work loose. The combination 
& @ rugged one that will give lengthy, satis , ' CABINET MODEL CAN OPENER 
jactory service—and due to the one-piece construction, wil ; 
Suen retain its shape. Packed 6 Heads to re-shipping carton ’ SERIES 1200 
@ handle furnished is No. | hardwood, clear lacquer finish - 
| = 42 inches, packed 6 to a bundle. Combined shipping = Magnetic Model + Series 1200M 
weight, 23 ibs. per dozen % 


Galvanized Solid Clothesline 


a * Pilable—Easy te handle. Smosthly relied, ’ 
FE ee | HERE’S WHY! 
—_ . A Ae) = Soeten as other 
S fj "Package Units Swing-A-Way offers you a aR ¢ 


Packed. 12 colle (50. or 100 ft) in re 


“Serving the Jobber for 14 Years” Proved Appliances — 








i aki & j Kitchen . 
mingling os, makes spoy_leveenery—ivewrn tes | complete line of Kitc KL G 
—e 
s | 
fon 


UGG Openers, Ice Crushers, Knife 
Wire Products OBE Company ~_ Sharpeners, Jar Openers, P| 
P.O. Box 5355 BRAND N. Birmingtom Station and Utility Racks. | ." 
~ i 
\ 











You have the benefit of the 
famous Swing-A-Way name 
—the name that gives you 
Setlist laine top quality at a down-to- 
earth price. 
SWING-A-WAY APPLI- 
ANCES COME IN MATCH 
ING FORMULATED COLORS 
MAKING MULTIPLE SALES A 
CINCH. 

And Swing-A-Way makes 
selling easy with its program 
of ... National and Co- 


DEPEND ON 


PHOENIX 


HORSESHOES 


Jusi a» your customers depend on Phoenix 
shoes for long wear and perfect fit, you can 
depend on them for complete customer 
satisfaction. 

The Phoenix line is complete, with a size, 
weight and style for every horse or mule. . 
for every sport or working con- 
dition. 

Check your stock today. Then Complete Newspaper Mat 
call your favorite jobber for the , 
Phoenix shoes you need. There's = Service. 
heavy work season ahead ... be 
ready with a full stock of Phoenix [att] cine OF THE CAN OPENERS 
shoes. La 

HORSESHOE DIVISION 


FOR THE QUEEN-OF THE KITCHEN (S CALL YOUR JOBBER 
OENIX MANUFACTURING COMPANY _ AND CSI Ht ON WES 
O . SWING-A-WATMG-CO. 1 BPOFIT PICTURE. NOW! 
; sopiny ~ 4100 SICK AVENUE 
o Joliet, ilinol A c _P e —— t, ST. LOUIS 16, MO 


PRE RELERE ELLE. 
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operative Advertising, Mer- 
chandising Displays, Dem- 
onstration Materials and a 

















THE ROUND CHAIN DEALER SAYS: 


"You bet / sell 
Reund 


Chain!" 


Chain is one of my best bread 
and butter” items. Day after day... 
year after year it brings me steady 
profils ... sure repeat business. 


My Round Reel Salesman actual- 
ly makes chain sell itself. It holds 4 
reels (or equivalent in!/2or!/s reels) 
of popular small sizes of welded 
and weldless chain. Customers 
see it...and buy. Sol ring up 
sales that might otherwise be lost. 


im aan 
AU Round 


ASSOCIATE CHAIN COMPANIES 


THE BRIDGEPORT CHAIN & MFG. CO 
Bridgeport, Conn 

THE CLEVELAND CHAIN & MFG. CO 
Cleveland, Ohio 

OHIO HOIST& MANUFACTURINGCO 

Clewe 

THE PLATING & GALVANIZING CO 

Cleveland 

THE ROUND CHAIN & MFG. CO 

Chicago, | 
ROUND CALIFORNIA CHAIN CO 
Seo. San Francisco and Los Angeles, Cal 
SEATTLE CHAIN & MFG. CO 

Seattle, Wash. and Portland, Oregon 

SOUTHERN CHAIN & MFG. CO 
Birmingham, Ala 

WOODHOUSE CHAIN WORKS 


Trenton, N. J 


la eel 


Ohio 





Christmas Merchandiser 
For Atkins Saws . 


E. C. Atkins & Company, 402 S 
Illinois St., Indianapolis 9, Ind., is 
again featuring a special merchandis- 
er for dealers to promote hand saws 
for Christmas gifts The unit will 
consist of saws especially selected by 
the wholesalers from the wide range 
of saws in the Atkins line, including 


Dok SEE OUR SPECIAL Gift Boxes 


ATKINS :° SAWS 


the Junior 16-inch models. In indi- 
vidual green boxes with a decorative 
ribbon, the saws will be packed in a 
shipping carton together with a three- 
piece window streamer and a display 
stand printed in Christmas colors 
The promotion is said to have defi- 
nite appeal to wholesaler and dealer, 
extensive variety of 
and 


because of the 
fast-selling 
the many 
play material in window ind inside 


the store 


? 


saws to choose trom 


applications of the dis 


« 


LeJay Introduces New 
Self-Driven Power Mower 


power unit that is 
hand mower to a 
five time 
of plier been 
Manufacturing 
Minnea} 


A self-driven 
said to convert any 
mower in 
with only a pair 
introduced by LeJay 
Co., 2912 S. Emerson Ave 
olis 8, Minn 

Marketed as the MidgeTractor, 
small tractor unit i 
bracket in the place occupied by the 
mower handle and requires the 
tightening of only four bolts to be 
readied for operation. No hole drill- 
ing, machining, welding or 
mantling of the mower is necessary 
The bracket that replaces the handle 
is adjustable to any width mower, 
and a starting and stopping clutch is 
built into the handle for simplicity 
and convenience. The MidgeTractor 
also backs up 

Sold direct from manufacturer on 
five-day approval, the MidgeTrac- 
tor is sold with or without an engine 
Any make % to 1% h.p. engine or 
1/3 to 4% hp. electric motor will do 
The MidgeTractor power unit is 
edaptable also for wheel hoes, yard 


power minutes 


has 


the 


snaps onto a 


dis- 


CLASSIFIED) 
hi 





with car 
and implement 


Very profitable franchise to man 

truck calling on hardware 
lealers. Must make small investment 
tected territory. Backed with good advertis 
ng. Electrically or me unically inclined 
elpful. Write Sales Mg 


ELECTRIC SERVICE SYSTEMS, INC. 


1330 Quincy St.. NE Minneapolis 13, Minn 

















carts, lawn rollers, and other such 


nits 
Price of the MidgeTractor 


$59.95 when 


is $29.70 
equipped 
line engine 


} 
i@€Ss 


engine, 
with a 1.2 hp. gas« 


BA& L Offers Electric 
Paint Remover ..... 


A new, improved electrical device 
for the removal of paint, wallpaper 
or putty, or which can be used in 
place of a blowtorch in laying 
linoleum and asphalt tile, is being 
manufactured by the B & L Tool and 
Machine Co., East Street, Plainville, 
Conn., to retail for $12.95 

Usable anywhere, indoors or out, 
by the amateur or professional, it 
operates on flat, curved or irregular 
surfaces as on boats or mouldings 
Weighing less than two pounds, in- 
cluding the cord, it is easy and handy 
flat-iron and for re- 
cupboards, et 


to use as a 
cecorating chairs, 
the manufacturer 
On flat surface exteriors, 
the rate of about two 
Localized re- 
without 
paint, and the 
heated measuring 3142” x 5% 
is large enough for a fast job and 
small enough to reach most hard-to- 
The unit, operating on 
110 - 120 V., AC or DC, will reach 
an operating temperature of ap- 
proximately 1000F in three minutes 
Completely guaranteed, it will be re- 
paired or replaced free of 
thin one year of purchase 
Arrangements are now being made 
tc market the nationally 
through distributors. Inquiries 


nvited 


announced 

paint can 
be removea at 
minute 


quare feet per 


noval of paint is possible 


affecting surrounding 


area, 


get-at places 


charge 


device 


are 


* 


Klein Offers Plastic 
Plier Handle Covers 


Mathias Klein & Sons, 3200 Bel 
mont Ave., Chicago 18, Ill., now of- 
fers a plastic cover that slips onto 
plier handles, giving a firm, comfort- 
able non-skid grip. 

These covers are of transparent 
plastic in bright maroon and avail- 
able in 3 sizes: No. 60 to fit 6” pliers, 
No. 70 to fit 7” pliers, and No. 89 to 
fit 8” or 9” pliers. The flexibility of 
the material permits it to conform to 
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Wright Fur Farm Netting 
is always reliable... @ 
prime necessity in fur farm- 
ing. Carefully and evenly 
woven from quality wires 
heavily and brightly gel- 
vanized by the Wright 
process. Made in sizes to 
meet various requirements. 
Southern Representatives: 

D. C. HORNIBROOK 

E. L. HORNIBROOK 

Box 176 
Avondele Estates, Go. 


LAWRENCE J. BALDWIN 
SON 


306 Carondelet Bidg. 
New Orleons 12, La. 


FE WRIGHT wee co 


OR a On abt i 0 GL 








SELL THE GUARANTEED 


V7 HOK~STORN 


Ric FENCE CONTR 


Now SHOX-STOK, long a leading elec 
tric fence controller, matches its high 
Quality with powerful silent salesmen for 
you—colorful store displays that make 
SHOX-STOK easier to sell than eve 
Write for new 1/95! newspaper mats 

Bettery and Electric Models 

Three models ncluding one for dry 
or wet batteries. Reta prices $12.9 
and up. Libera! discount. Handled by 
eading jobbers everywhere 


Guaranteed Products, Inc. 
109 Main Street 


ALL-ELECTRIC MODEL PH-5 Wellington, Ohio 


S-yr. Guarantee 

















Everywhere in the world «3 
the long arm of the Law 
reaches for. . 


PEERLES S¢ 
HANDCUFFS 


\ World's most de 
pendable ° 
used by 
World's everywhere. 
Oldest signed to foil pick- 
and ing. Proven best 
Largest by scientific test. 


Mfr. of Handcuffs Sendtfor folder. 
PEERLESS H FF CO pt.H Springfield, Mass 
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ineal in quali beat in value 
“SERIES 410” 


A Clomp plote quickly fixed 
to lock body by keywoy 


B Rust-proofed, selected 
cold-rolled steel lock mech- 
anism fits std. 134" dio. drilled 
hole. Backset is std. 2%” 


C “Free-Flocting” pusher 
plote is specially hardened to 
withstand wear. Long bearings 


provide more contact oreo 


D Rust-proofed, selected 


cold rolled steel coms 


E Exclusive NATIONAL 
LOCKset keywoy 


FB  Turnbutton on inside knob 
prevents entry from ovtside 


except with key 


G@ “Snap-On” escutcheon 
engages with clamp plate. 


Will not turn or chatter 


H Specially designed strike 
plote mokes for on eosier, 
cleaner mortise. Lorge open- 


ing allows for door-sag 


§ Solid brass bolt and face 
plate. Bolt mechanism fits std 
s” hole. Bolt assembly slot 
engoges k assembly 

then permanently held. Bolt 
has full 7,16" “throw 


Has dead latch feature 


J Turn-adjustment of escut- 
cheon adapts lockset to door 


thicknesses of 1%" to 1%”. 


KR Knob slides on cam. ts 
firmly held by steel spring 
locking pin 


i One-piece wr ught brass 
knob that's elegantly styled 


Lasting mirror-like finishes 


¥ 5-pin tumbler lock of all 


brass construction 


Ask your regular supplier about NATIONAL LOCKset. 
Smartly designed ... quick and easy to install...safe 


long-lived. Write for catalog showing complete series. 


DISTINCTIVE HARDWARE... ALi FROM T SOURCE 


NATIONAL LOCK COMPANY 


ROCKFORD 
MERCHANT 


. ILLINOIS 


SALES DIVISION 





the shape of any cutting plier 
handle, assuring a tight fit. It elimi- 
nates the practice of taping handles 


siae 


o 


New Tool Merchandiser 
Announced by Challenger 


A new, counter-size No. 555 Little 
Giant tool merchandiser is being in 
troduced Challenger Division 
Penen Corp., Schiller Park, IIL., to 
display 10 complete sets and 12 in 
dividual items (total 123 pieces) of 
everyday-demand Challenger tools, 
such as pliers, wrench sets, socket 
sets in colorful high-gloss 
tive-finish tool boxes, 


by 


automo 


et 


An extra-durable permanent self 
seller cabinet measures only 12” deep 
x 30” high x 22” wide and is finished 
in brilliant Retail 
price tapes are each 


item 


and yellow 


furnished on 


rea 


° 


New Internal Pipe Wrench 
Announced by Clark Bros. 


An internal pipe wrench and easy- 
out is being manufactured under the 
name of Clark internal pipe wrench 
by Clark Brothers’ Manufacturing 
Co., Hillsboro, Oregon. Made in five 
diameters, the wrench operate 
under circumstances where an 
side wrench is useless. By gripping 
the pipe solidly on the inside it op- 
erates without any of the restrictions 
with a normal wrench 


can 


out 


encountered 


and is especially suited for handling 
difficulties common to working with 
pipe, it is claimed 

The Wrench allows either the in- 
stallation or removal of short nipples 
without damage to threads, remo 
of broken pipe from couplings, bi 
ings, etc., and ' 


faucets, work 


bulkhead walls, or other crowd 
places. Smaller sizes may be 

in easy-out for broken tu 
placing the internal pipe wret 


plumbers may make short 


ch in i 
vise, nij 
ples on the job 

Five of Clark 
wrenches adapter are 
in a case, or may be 
T ney op 
ratchet 
, Open 


internal pipe 


pac k- 


sizes 
ana an 
plastic 
purchased individually 
erate with a %-inch drive 
handle, a half-inch flex hand] 
end wrenches or others in emergen 
cy. Wrench sizes run fri 14-incl 
to one inch 

A detachable rubber collar 
ited on the shaft of the wrenches to 
into the pipe 
marl 


agea 


is situ 


keep them from falling 
when working vertically, the 
facturer announced 


. 


New Counter Display for 
Great Neck Saw Blades . 
Mf: In 


has introdu 


f 


Great Neck Saw 
Mineola, New York, 
a new HS100 assortment 
tungsten hack saw blades 

The display contains 100 tur 
illoy tool steel standard flexible 
saw blades, manufactured 
sion equipment and heat treate 
blades have a flexible back ar 
lened teeth to prevent breakags 
mechanic 


ire used by s, home 
ind craftsmen 

The following quantitic 
make up the package: ten 
thirty , 24 pt.; ten 12”, 
; thirty 10”, 24 pt 


— 


in the standard packaging of 100 


s to the box 


+o 


blade 


New Hardwood Level Added 
To Mayes Brothers Line . 

Co., of 
new 


Mayes Brothers Tool Mfg 
Port Austin, Mich., has added a 
to their level line—a 
level, made of thoroughly seasoned 
cherry, richly durably finished 
in natural color with 
eye spirit vials, two plumbs and two 


style hardwood 
ana 


and set cat’s- 


levels 

The new 
high quality 
years and 
priced low 
available in 24 and 
for immediate deliv 


said to be a 
+ that } Oo > 
t that will give 


yet 1s 


level l 
produ 
years ot! service, 
Designated No. 144, it is 
28 inch sizes and 


available 


. 


New Sample Book 
Issued by Warp Bros. 


A new window material 
booklet has been prepared by Warp 
Brothers, 1100 N. Cicero Ave., Chi- 
cago 51, IIL, to help dealers sell more 
of Warp’s top quality window 
Generous 
every item in this complete line of 
flexible window shown, 


sample 


ma 
terials sized samples of 


materials are 


each on a separate page giving de- 


tailed description of construction 
for specific 


ana 


recommended uses the 


material 


An outline of Warp Brothers’ inte! 
campaign showing 


actual 


sive advertising 
reproductions of advertise 


radio continuities, etc., serves 


ments, 
to keep dealers abreast of 
pany’s efforts to bring additional ct 
tomers into their 

This booklet is now being mailed 
ll reference 


construction, rec 


the com 


store 


to all dealers as a ready 


ack ng and pri 





ATKIN 


las 


74-B 


7d SAWS 


a E. C. ATKINS AND COMPAN 


@ HANDSAWS 

@ CROSSCUT SAWS 
@ CIRCULAR SAWS 
@ HACKSAWS 

@ KEYHOLE SAWS 
@ ALL OTHER TYPES 


402 South Illinois Street + 
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FARM EQUIPMENT 


Section of SOUTHERN HARDWARE we oye 


FAST SELLING 


BUILT PRODUCTS = 
FIRST IN THE FIELD FOR 111 YEARS! 


In “EMPIRE” built tillage tools, balance or 
“hang” is a perfected quality, resulting from 
“EMPIRE’s” century old experience making 
sweeps, shovels, teeth, etc. 


The scientific Isothermal heat treating process 
cushions shocks by imparting extra springi- 
ness and gives amazing freedom from break- 
age. The extra hard, fine grain steel structure 
takes a glass smooth finish for free scouring, 
lighter draft and longer wear. Farmers who 
know good tillage tools have preferred 
“EMPIRE” built products for five generations. 


: THE EMPIRE PLOW ComPAtr 
( r 1840 } “Yn Our Second Century Of Progress” 
: CLEVELAND 27, OHIO 





Today, more than ever, farmers are thinking in terms of mechanized 
farming . . . are looking for short cuts to more profitable crop production. 
They can recall the problems of a few years back when labor and labor 
saving machinery were scarce. Here are three proven ways to enable 
your customers to face the future with confidence . . . the Harvey 4 in 1 
Farm Elevator that handles anything from small grain to baled hay. . . 
the Harvey Corn Sheller that shells corn at the rate of 100 to 150 bushels 
per hour . . . the Harvey high capacity Hammer Mills that assure 1/3 
more grinding per horsepower hour. This is the famous Harvey line . . . 
the line you should represent for real profits. Write your Harvey distribu- 
tor for the facts. 





versatile time J labor saver is 


small grain, eor corn, bags, bales 





ond placed a real back sover 


corn shelling in a hurry! 


e 





ww 


HARVEY “RED-HED” FARM ELEVATOR 


Small grain, ear corn, bogs and even bales of hay are handled by 
the Harvey “Red-Hed” Elevator with amazing speed and ease This 


asily adjusted to four positions—for 


heavy-duty construction means 


years of rugged service quickly raised and lowered easily moved 


top-notch sales builder 


HARVEY “RED-HED’' CORN SHELLER HARVEY “RED-HED'’ HAMMER MILL 


1/3 faster grinding! 


Corn shelling ot a rate of 100 to Here's a Hommer Mill thot delivers 
150 bushels per hour—and they're 1/3 more grinding per horsepower 


cleaner The difference is the hour grinds grain with 80 to 
patented KERN-O-LIZER that is sure j 1 250 smashing blows a second. The 


to appeal to your farm trade. The extra large screening oreo, the 


facts will sell this time and money instont changing feed table that 


saver handles 30% moisture operates in three different positions 


content and 50% husk corn and 


it's tailored for farm use and it's are just ao few of the many f 


the high-powered blower fan 


eatures 


ready for rugged duty Put it to that will make prospects—customers 


work on your sales quota—you'll They're available in two models 
be helping the farmer and yourself H-9 and H-11 


Write Farm Tools, Inc. for name and address 


of nearest Farm Tools, Inc. Farm Implement wANSbiG, ns 


and Harvey Line Distributor. 


a 


Home Office 


OFK1o 


i 
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“SIDELINES 


--- fake up the slack 


Lp FARM machinery short- 
ages pinched profits and al- 
most forced them to discharge 
their help during World War II, 
owners of the Stagg Supply Co., 
farm equipment dealers in Beau- 
mont, Texas, found themselves in 
a situation all too well remem- 
bered by many dealers. They were 
desperate for something to sell, 
and in order to take up the slack 
they began to stock those hard- 
ware lines having special appeal 
to farmers. 

These sidelines developed into 
an important phase of this busi- 
ness, contributing a volume that 
helped the company to stay in the 
black during the war years. Since 
then, these sidelines have been 
continued, and with the prospect 
of shortages again on the business 


Pictured above are a number of 
the hardware lines carried by 
the store which have a special 
appeal to farmers. Left, Lamar 
Stagg. in explaining operation 
of a piece of equipment, points 
to facts brought out in manu- 
facturers’ literature 


horizon they may, in the future 
assume their old importance 

Lamar and L. E. Stagg, Jr., took 
over the business from their fathe1 
during the war years, at a time 
when the salesroom and ware- 
house virtually were stripped of 
anything to sell 

At the time we took over, 
Lamar Stagg explained, “the fac- 
tory representative who serves ou! 
store told us frankly that we could 


SOUTHERN FARM EQUIPMENT Section for AUGUST, 195! 77 





not be 
farm equipment, In view of this 
we were careful to keep our over 
head low but we 
had to get some 
thing to sell in addition to farm 
equipment in order to stay in 
business and keep our help 

The first line the company took 
on was water systems. Arrange 
ments were made for training me 
chanics in the repair of this equip- 
ment—a service which soon 
counted for a substantial volume 
of business and which helped im 
measurably in solving the problem 
of how to hold on to their help 

‘Soon after taking on this line 
we were rather amazed at the 
amount of new business which de- 
veloped,” said Stagg. “We found 
that once a farmer buys a wate! 
system he usually follows this by 
installing a water heater, bath 
room fixtures and other home 
equipment made possible the 
system. This gave us several 
to handle and red 
irther business 


as possible, 
busy and find 


as 


ac- 


by 
water 
lines u 


still f 


more as 
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supplied with much more 
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has attracted farm 


wives. 


Right: 
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the 
the 


ample outside dis- 
play area for show- 
ing small items of 
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additional 

of 
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al 


store 
tractors 


farmers 
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revenue 
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bought up these tractors 


they could be obtained 
found that many 
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terested in garden tractors 
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iltivate 


we 
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it Was 


re 
I 


or 


dec ided 


in 


t 


{ 


stock a complete line of dairy sup 


lies 


De 


ul 


Stagg said 


a natural since most farmers 
do own cows 


territory 


It 


‘This proved to 
in 


a wise move also, because dairy 
supplies are a year-round business 
without the seasonal fluctuations 
that detract from some other side- 
lines.” 

Some of the items carried in the 
dairy supplies section are: rubber 
aprons, disinfectants, deodorants, 
and germicides, livestock spray, 
milk cans and buckets, cleaners, 
brushes, halters and chairs 

“We find that most farm fami- 
lies shop together, usually on the 
week-end, and a store that has a 
department for the women draws 
the entire family in. We discov- 
ered that in not having some lines 
of interest to the farm wife, the 
farmer would make his purchases 
and leave. Consequently, 
tablished housewares 
ment. This has drawn women 
our most whom make 


we es- 
depart- 
to 
at 


a 
é 


store, of 


least small] while 
the farmer is buying his supplies.” 

In to further 
thei tne 
Farmer's Headquarters these 
dealers built a nook’ for the 
farmer and his family. Here farm- 
wives may meet their friends 
while in town. Customers 
free use of a telephone for 
calls and parcels are checked as a 
convenience to visitors 

Other sideline merchandise car- 
by the store includes: tools 
(Continued on page 106) 
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J PUBLISHED BY STAGG SUPPLY CO., “Permer’s Nesdquertens” 
463 ORANGE ST, — BEAUMONT, TEXAS 


Above is the masthead of the two page newspaper sent out by the company each month. This gives information 
on issues of special interest to farmers and contains descriptions of products the store sells 
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A report to you about men and machines 
that help maintain International Harvester leadership 


Why IH dealers pin a blue ribbon 
on IH 5-Star Service work 


Skilled workmanship helps machines, completely serviced 
by IH dealers, to win the IH Blue Ribbon Quality sticker. 
Close fit is taken for granted in IH service departments. IH 
servicemen know the proper tolerances. They have the pre 
cision tools and the technical skills to match them within 
thousandths of an inch. 


Pre-season inspections are based on IH engineers’ know! 
edge of wear points. These check lists, in the form of an 
exclusive 1H inspection guide, enable IH servicemen to make 
pre-season inspections that locate wear before it makes trou 
ble. This preventive maintenance is a vital part of IH 5-Star 
Service for tarmers 


Precision-engineered parts fit and wear like originals be 
cause they are exact twins. These quality-built parts renew 
the performance of old machines by restoring the original 
Protective coatings and dust-proof con 
factory 


close tolerances 
tainers keep delicate or highly machined parts 
fresh” until needed 





xzxeanre 


5-STAR 
SERVICE 


It takes all Ra 


five to insure 


the complete 


4 ® . 
Cane that counts Wt ; 
1H TRAINED SERVICEMEN 

1H APPROVED TOOLS AND EQUIPMENT 

1H BLUE RIBBON CERTIFIED QUALITY 


1H PRECISION-ENGINEERED PARTS 
IH PRE-SEASON INSPECTION FOR SCHEDULED SERVICE 














like-new performance and longer machine life are IH 
5-Star Service dividends. When an International Harvester 
dealer puts the IH Blue Ribbon Certified Quality sticker on 
a completely serviced tractor or farm machine, it means that 
his service has met exacting IH 5-Star Service standards, and 
that he stands back of it! 


INTERNATIONAL HARVESTER 


International Harvester products pay for themselves in use 


Trucks 


Crowler Tractors and Power Units 
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Refrigerators and Freezers 


McCormick Farm Equipment and Farmall Tractors Motor 


General Office, Chicago 1, Illinois 





Better employee rela- 

tions and increased 

sales effort offset the 

cost of this incentive 
pay plan 


In this firms 
incentive plan 


Employees Share Equally 


A* INCENTIVE payment plan 
shared in equally by all em- 
ployees, has helped Sheffield 
Truck and Tractor, Inc., Demopo- 
lis, Ala., to show a month-by- 
month increase in sales since the 
plan was put into operation 

Eleven employees participate, 
and since the plan’s installation in 
January, sales each month have 
increased over the corresponding 
month of the previous year 

Sledge Cobb, president of the 
company, admits that sometimes 
an incentive plan can seem to be 
costing money, but he feels so far 
that dividends in better employee 
relations, better customer rela- 
tions and increased sales effort far 
offset any such cost 

“The which our plan 
operates is that of equal shares for 
every employee,” said Cobb 
“Many incentive plans are based 
on length of service, present sal- 
ary and many other considerations 
that differentiate between em- 
ployees. In many ways these seem 
to defeat the purpose of the incen- 
tive plan, since the employee who 
often needs the greatest incentive 
actually has the least.” 

“I believe that the mechanic 
back in the warehouse who is do- 
ing the job of setting up machin- 
ery is just as important to the 
company, and needs incentive just 
as much as the man who is up 
front selling parts over the count- 
er, or performing any other duty 
where he meets customers face to 


basis on 
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monthly incentive pay gives 


sales a shot in the arm 


Above, President 
Sledge Cobb looks 
over the chart on 
which the daily 
sales totals for the 
company’s incen- 
tive plan are 
posted. Paid month 
ly. the bonus is 
divided equally a- 
mong all employees 
and has resulted in 
a monthly sales in- 
crease for the deal- 
ership, Right, Cobb 
checks a _ trade-in. 
Each employee is 
trained to make a 
fair appraisal of 
any trade-in; and 
his evaluation § is 
backed by the firm 


face and has an opportunity to 
sell,” Cobb explained 
Consequently, the amount of 
money to be allotted to the incen- 
tive plan is divided equally among 
all employees at the end of every 
month. The fact that incentive pay 
is given every month is anothet 
important feature of the plan 
Immediacy of returns is some- 
thing tangible for the employee to 
keep in mind. He knows that his 
direct efforts on a given day will 
mean a difference in his pay check 


at the end of every month, and 
that there will be no long period 
of waiting and calculating to see 
what he will get. This keeps him 
on his toes, with the ever-present 
reminder that his own efforts 
make a difference to the firm 

To determine a fair amount to 
be given at the end of each month, 
this company operates on a merit 
point system. First, the company, 
when starting the plan in January, 
averaged the sales for the months 
of January 1949, and 1950, to ar- 
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MINNEAPOLIS-MOLINE’S 
chiens} WISCONSIN 2: ENGINES 


Dictated by a Century of Experience 


"es YS Com 


This Wisconsin- powered ovto 
motic hoy boler picks up the 
hoy, slices and ties it inte 
firm, sqvuere cor boles 
with two steel wires while 
hoy is under compression 


There is no substitute for good, 

solid experience. And satisfac- 

tory experience is the basis for 

M-M's selection of Wisconsin Heavy- 

Duty Air-Cooled Engines for powering the 

justly famous Harvester “69” and the Bale-O-Matic Pickup Baler. 


The Minneapolis-Moline Company and their dealers know, 

from practical experience, that only rugged, heavy-duty de- 

sign and construction, such as you get in Wisconsin Engines, . 7 * 
can take the beating that farm equipment has to take in field 

service, day-in and day-out. - The Bale-O- Matic is driven by the Wisconsin 


Engine through slip type 4-inch endless cord 


They know that thoroughly dependable AIR-COOLING pro- a a see 
vides the most practical and trouble-free power service for 
these jobs under all weather conditions, in all localities. 


es 


And they know that moximum torque at all 
usable speeds is a “must” for equipment that 
really has to go to work. 

The Wisconsin Motor Corporation is proud to 
have the good name and high reputability of 
Wisconsin Air-Cooled Engines linked with that 
of the Minneapolis-Moline Company. 


GETTING METAL SCRAP OFF THE FARMS Working throvah 0 


ond positive drive 


IS A SAFETY MEASURE. LET'S COOPERATE "trina Wisconsin Engine 


vers omple power for operating 
the Horvester *69"". 


» WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 


2 = 
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Cobb checks the service department's large assortment of tools 


rive at an average daily sales goal 
for parts and service for every day 


in the month, These daily goals~ 


are posted on a chart in a place in 
the office where every employee 
can see them when he wishes 

For every day that the company 
meets this goal, 100 merit points 
are posted for that day. Each merit 
point is worth one cent here, so on 
each day that the goals are met, 
one dollar goes into the incentive 
fund to be divided at the end of 
each month. 

In addition, at the end of each 
month, one-half a point is credited 
for each dollar of the monthly 
sales goal, if the total is equal to 
the average for the month of the 
two preceding years. 

For increases in the monthly 
sales goal up to five percent, the 
merit points are added at the rate 
of two for each dollar over the 
goal. For increases between five 
and ten percent, the points are 
added at the rate of five for each 
dollar. For increases over 15 per- 
cent, the points go on at the rate of 
ten for each dollar. Actually, this 
means that if the firm shows a 15 
percent increase in sales for a 
given month, the employees are 
getting 10 percent of that increase 
in dollars 

In the first month of the opera- 
tion of the plan at this firm, the 
incentive pay amounted to around 
$86 per man, and there were many 
happy faces among employees, 
who agreed that the incentive pay 
stimulated them to greater 
effort 

“There 
must be 


sales 


are some 
avoided in 


pitfalls that 
this plan,” 
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Cobb pointed out. “For instance, 
inflation since January 1949 may 
account for dollar increase when 
unit sales remain the same. We de- 
duct eight percent of the 
volume when calculating the daily 
and monthly sales goal to take 
care of that much increase in price 
of parts. This is absolutely neces- 
sary in order to get a true picture 
of sales, and in order to avoid our 
losing a profit.” 

The shop labor charge also has 
been raised from $2.00 to $2.50, 
and this accounts for some in- 
creased income in dollars 


sales 


Outside Salesmen 


The outside salesmen on new 
equipment do not participate in 
the plan since they are already on 
commission. The five stockholders 
in this company, all of whom 
actively working in supervisory 
jobs, also do not participate, These 
five stockholders have operated 
the company for three years. They 
are, Sledge Cobb, president and 
manager; Fred Lewis, vice-presi- 
dent and service supervisor: J. L 
Koch, secretary-treasurer, and of- 
manager; W. E. Bennett, di- 
rector, and parts manager; and 
Troy Bouler, director sales 
manager. 

One of the most concrete results 
of the incentive plan, according to 
Cobb, is the feeling it gives every 
employee of belonging to the busi- 
ness. Every employee here is 
taken into the confidence of the 
company—there are occasional for- 
mal employee meetings where the 
incentive plan and other matters 


are 


fice 


and 


are discussed, and many, Many in 
formal discussions between man- 
agement and employees aimed at 
improving the company’s service 

An example of this is the fact 
that every employee of the firm is 
expected to be able to make a 
fair appraisal of a piece of used 
equipment in case a customer 
wants to trade it in. Cobb said that 
the firm will back up the appraisal 
of any employee who is ap- 
proached by a neighbor, friend, 
or acquaintance who wants to 
trade for new equipment 

On many occasions, he said, em- 
ployees have been approached in 
town, or away from the firm, and 
have closed deals that the firm 
backs up. Occasionally, there is a 
bad appraisal, Cobb said. But he 
pointed out that an appraisal by 
anyone, including himself, is fre- 
quently part guess work, and that 
he had made some mistakes him- 
self 

However, every employee is in- 
structed continually in how to 
make these appraisals, and is re- 
quested to familiarize himself with 
used equipment on hand, so that 
he can talk sensibly about it when 
approached away from the busi- 
ness 

This interest in the firm has the 
effect of making every employee a 
personal representative of the firm 
among the people he knows, and 
enlarges the circle of prospects for 
equipment sales. Now employees 
must find out what was allowed 
for a certain piece of equipment on 
a trade-in, and always bear in 
mind, as Cobb said: “It costs just 
as much to sell and service a used 
piece of equipment as it does a 
new one, and the selling price 
must take this into account.’ 

No sales of equipment are made 
by this company on an 
sis, and with good reason. As Cobb 
explained: “I have never known 
of a case where used equipment 
sold on an as-is basis didn’t have 
to be backed up if it proved de- 
fective. Regardless of the circum- 
stances surrounding the sale of a 
piece of equipment, it has to be 
backed up if the firm's reputation 
for integrity is to be maintained 

Every employee of this com- 
pany, with the exception of out- 
side salesmen, receives a straight 
salary including mechanics who 
are paid weekly. There are no 
time-keeping’ difficulties here; 
even mechanics do an occasional 
bit of overtime, if asked, without 
extra pay. However, the company 
is careful in not making unreason- 
able requests 


“as-is” ba- 
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Country twilights haven't changed. 


The tired old sun still drops behind the landscape with 
his same defiant flourish. The shadows stretch, 

the valleys yawn, and the low clouds blush “goodnight,” 
the same as always 


Still, there have been changes since the old days 


As the shades of evening lower, the farmer faces 
homeward with a lighter heart. The tasks he set for 
himself this day are done—and probably more. 

The approach of darkness brings with it a sense of 
fulfillment, and the promise of pleasant hours at home 


For today, power farming enables the farmer 

to enjoy home life at its highest standard. The benefits 
of radio, television, and many other modern 
appliances and conveniences have become 
commonplace in the rural home. 


This is the modern miracle in which John Deere is 


proud to have participated so prominently 


JOHN DEERE 


Moline, Illinois 


Rural Electrification Week, Aug. 26—Sept. 1 — 


Since 1837 
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Mrs. R. B. Wilson, secretary- 
treasurer of the company, and 
Sales Manager Woodrow Jolley 
confer on the personalized mes- 
sage to be penned at the bottom 
of a customer’s monthly state- 
ment. These friendly notations 
have been helpful in winning 
repeat business 


By S. W. Ellis 


Using monthly 
statements as a 


SaLes AID 


EQUIPMENT COMPANY 


AMDEN, ARKANSAS 


Telephone 67 
804 So. Main 


May 5, 


OUACHITA 
c 


IN ACCOUNT WITH 
Joe L. Brom, 
Route #2. 


Camden, “ke 


— IT FROM a certified public 
accountant turned farm equip- 
ment dealer, those monthly state- 
ments of accounts can be an in- 
valuable means of winning repeat 
business if they are used to their 
fullest advantage by the alert 
aealer 

R. B. Wilson, an active CPA, 
who heads the Ouachita Equip- 
ment Co., Camden, Ark., utilizes 
his knowledge of collections to 
make the monthly statement a key 
to extra sales. 

His wife, who is secretary- 
treasurer of the company, is @n- 
thusiastic over the profitable re- 
sults obtained from their system 
of handling statements 

“We never let our statements be 
merely a cold statement of ac- 
count. Nearly every one that goes 
into the mail has an individual 
message or greeting written per- 
sonally, If the account is slow or 
past due, the individualized mes- 
sage is planned to hasten collec- 
tions 

“When the statement goes to a 
customer who pays promptly, the 
message emphasizes our apprecia- 
tion. Even after the account is paid 
in full, the monthly statement still 
is mailed to the customer, a quées- 
tion mark or an ‘x’ being placed 
in the spaces for itemizing the ac- 
count, followed by a pen and ink 
message that states: “We have 
missed you. Please drop in soon!’ ” 

Mrs. Wilson insists that farmers, 
above all other customers, want 
friendship from their dealers. She 
and her husband designed their 
statements to emphasize their per- 


(Continued on page 106) 
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Yes! farmers are asking 
e@ for HEAT-HOUSER 


Designed for Chilly Tractor Days, 

the Genuine Heat-Houser will \ 

meet your customer's require- 

ment for protection. Compact, \ 

one package, engineered for Row \ \ 

Crop, Conversion, Small Stand- : 

ard, Large Standard and Track 

Type Tractors, HEAT-HOUSER 

features Controlled Heat—Built- 

in Tool Pouch—No Holes to Drill 

—Heavy Duty Water Proef Can- 

vas — One Piece Design — Wind- 

shield and Side Wings as STAND- pK Ay - Ay 
ARD EQUIPMENT. For FAST Awning Company, Manufacturers of 
PROFITS, investigate THE GEN- quality products since 1862 

UINE HEAT-HOUSER! 


HEAT-HOUSER 


THE FORT DODGE TENT AND AWNING COMPANY, FORT DODGE, IOWA, IS PRIV!- 
LEGED TO ANNOUNCE THE APPOINTMENT AS DISTRIBUTORS IN YOUR TERRITORY: 


McNEES SALES COMPANY IMPLEMENT SALES COMPANY 
340 WEST OLIVE AVE. 3455 E. PONCE de LEON AVE. 
MEMPHIS 6, TENNESSEE DECATUR, GEORGIA 


The Genuine HEAT-HOUSER will give dealers an “over the counter 


sole with a wide range of mountings with a@ minimum of inventory 
Specify the Genuine HEAT-HOUSER for quality and workmanship! 
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Beware the 


TRADE - 
TRAP 


By A. L. 


IN 


Tate 


Ross Hardware & Implement Co. 


Austin, Texas 


goer at no time has the 
tractor and implement dealer 
been faced with the uncertainties 
that confront him today. Especially 
is this true regarding tractor trade- 
ins. Too many dealers are not trad- 
ing; they are letting the customer 
sell them their old tractor. 

Why is this so? Simply because 
the customer’s false logic rings 
true in the dealer’s ear. Let me 
explain. 

Recently we traded for a 1936 
model of a certain manufacture 
When the tractor was sold new 
the list price was approximately 
$1,150. Today, a tractor of the 
same model lists new for around 


$3,000. The farmer bases the value 
of his old tractor on the current 
price of a new one. Offhand, he 
-has.arguments to back up his line 
of thinking. But the dealer cannot 
afford to accept this superficial ap- 
proach and base his trade-in al- 
lowance accordingly. 

In the first place there 
been many improvements incor- 
porated in the new models. Be- 
sides, they are new! It is no simple 
matter to sell used tractors—for 
the price they must bring— in spite 
of the shortage of new ones. But 
more of that later. 

The ‘36 model referred 
taken in on trade for $500 


have 


to was 


It had 


Few customers can understand why a rebuilt tractor, shown here be- 
side a new model, must be sold for the price it brought when new 
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A. L. Tate criticizes unsound 

trading practices of many deal- 

ers. Too many, he warns, are 

not actually trading, but mere- 
ly buying tractors 


to be completely rebuilt, including 
the installation of a new engine 
Labor time and parts used 
amounted to $415. Though the 
tractor is now in “like new” condi- 
tion it’s still an old model. We 
have to ask $1,150 for it, which in- 
cludes in the purchase agreerment 
our 90-day unconditional guaran- 
tee. Seemingly, this gives us, 
roughly, a $200 gross profit. But 
wait a minute! We have yet to 
figure in the paint job, the selling 
costs, and the delivery costs 

Of course, the labor and parts 
were charged out at regular cus- 
tomer prices. “Hmmmm,” I hear 
“there is where you make your 
hidden profit!” Many dealers fig- 
ure this way. But we have learned 
that there is overhead involved in 
operating a service and parts de- 
partment. This overhead must be 
taken into consideration, if the 
service department is going to pay 
its own way 

We are confident that 
not going to sell that rebuilt trac- 
tor. We will eventually trade it— 
trade it for another used tractor 
which we will have to rebuild in 
order to trade off in turn. That is 
all we are doing: swapping trac- 
tors and swapping dollars 

The farmer, asking for his old 
equipment the price he paid for it 
when new, must be reminded of 
his unreasonable demands. It must 

(Continued on page 104) 
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SWEEPING THE COUNTRY — 


Aode 








fe Cit bunt with, Dekel 


There's a great deal of satisfaction—and profit, too—in representing the 
De Laval line which since 1878 has always been first with the best. 
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Milker Milter Especiclly designed Cuuaies tienen Senter New De Level Speedway 
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Write Your Nearest De Laval Office 


Di lo La Uf A Be) For Full Dealership Information 
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John Deere Occupies 
New Dallas Branch . 


| ate ag of a new building 
by the Dallas branch of the 
John Deere Plow Company had 
been almost completed in early 
May, and the organization ex- 
pected to finish moving the parts 
stock before the end of that month, 
according to an announcement by 
E. C. Inglish, branch manager. 

The Deere organization was 
formerly located near the heart of 
the Dallas shopping district, but 
completion of the new structure 
moves it almost a mile distant, to 
frontage on one of the principal 
North-South Texas highways. 

The building is 400 by 340 feet, 
of fireproof construction and cov- 
ers 137,000 square feet or 3.14 
acres. It occupies property em- 
bracing a total of 12 acres, of which 
2.6 acres are paved for parking 

Office space amounts to 14,660 
square feet and the display floor 
contains 5,600 square feet. The of- 
fices are provided with conditioned 
and filtered air, with an air 
change six or seven times per 
hour 

This new structure also contains 
a cafeteria with a seating capacity 
of 100, but this room will also 
serve for assemblies and sales 
meetings. Herein is a rotary lift, 12 
feet in diameter, upon which 
equipment will be displayed 

There are 16,386 new metal 
parts bins in the parts department, 
which occupies 32,980 square feet, 
in which will be stocked 20,000 
different replacement parts. The 
parts department is supplied with 
pneumatic tube and _inter-com- 
munication systems to speed 
handling between that department 
and the main office 

In addition there is a warehouse 
area of 68,000 square feet for stor- 
ing goods. Siding facilities permit 
unloading of five cars simultane- 
ously and there is a covered truck 
dock, 20 by 160 feet 
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A service building area of 4,800 
square feet is divided into two 
rooms, one to function as a service 
shop, the other for holding service 
schools on tractors, combines and 
other equipment 

Roots of the Dallas branch reach 
into 1889. In that year the Mansur 
and Tebbetts Implement Company 
of St. Louis opened a branch, 
which was acquired by Deere in 
1900. Deere maintains two sub- 
branches, one in San Antonio and 
one in Houston and there are nine 
transfer points within Texas 


Branch Manager Inglish joined 
Deere in 1919 as assistant sales- 
man. He served successively in 
charge of Corpus Christi, Houston, 
Dallas and East Texas territories 
until 1922. when he became man- 
ager of the San Antonio branch 
In 1936 he moved to Dallas as divi- 
sion sales manager for East Texas 
and in 1939 was named sales man- 
ager, a position he held until his 
appointment as branch manager in 
September, 1943 


* 


New Holland Issues Wire- 
Tying Baler Catalog... . 


NEW 12-page catalog on th« 
i Model 80 automatic wire- 
tying baler has been produced by 
New Holland Machine Co., New 
Holland, Penn 
The full-color cover shows a 
Model 80 in action. Inside three- 
color treatment carries the story 
of the baler’s operation, perform- 
ance and construction. Two pages 
are devoted to the automatic twist- 
ing operation 


Dealers Urged to Help in 
Collection of Steel Serap 


ARM EQUIPMENT dealers with a 

desire to make an immediate 
and positive contribution to the 
defense program should make a 
concerted effort to get their farm- 
er-customers to search their barns 
and fields for old iron and steel 
scrap that can be returned to com- 
mercial channels. 

Today, the flow of iron and 
steel scrap to mills and foundries 
is not keeping pace with needs, 
and if production schedules of 
iron and steel for the defense pro- 
gram and for civilian needs is to 
be met, then dormant scrap such 
as obsolete machinery, tools, fix- 
tures, etc., must be shipped in 
greater quantities to mills which 
already are operating with a 
dangerously short supply. The 
mills not only require more scrap 
for immediate consumption, but 
also need substantial inventory in- 
crease to carry them through the 
winter months when seasonal col- 
lections fall off 

Scrap is vitally important in the 
making of new iron and steel be- 
cause it adds to the quality of 


steel and helps to keep the cost 
down. Because scrap is composed 
of iron and steel, the refining 
process is shortened and perhaps 
made more complete. For every 
ton of scrap used this means that 
epproximately 2 tons of iron ore 
1 ton of coal, nearly 1 ton of lime- 
stone and other materials are con- 
served 

During 1950, 29,500,000 tons of 
scrap were used in making the 
year’s output of 96,700,000 tons oi 
steel. With demand for steel much 
greater in 1951 it is estimated that 
32,500,000 tons of will be 
needed and in 1952, requirements 
may be 3,000,000 tons greater 

In urging farmers to collect 
their obsolete equipment for dis- 
posal, dealers will be asking n 
personal favors, for the scrap ca 
be sold to junk dealers for tor 
long as the need fo: 
scrap holds to present levels 

And dealers might remember 
that every ton of scrap they can 
get started to mills might mean 
just that much more production of 
new farm equipment 


scrap 


prices so 
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FeW/ 


WATER SYSTEMS 








It's the one great quality your customers need in 
a water system. And with the F&W line you sup- 
ply them with unmatched dependability whether 
they have a deep or shallow well and whether 


they prefer a centrifugal-jet or piston type pump. 


And all these F&W water systems are great 


performers. Typical is the new F&W two-stage 
deep well pump shown on the left. It delivers 
high capacities at depths formerly reached only by 
more expensive three stage pumps Go on down 
the whole F&W line and you'll find the same 
high performance and that great quality of de- 
pendability that your customers need and want. 
Drop us a line and we'll be glad to send you full 
information on the line that sells and stays sold. 


FLINT & WALLING MFG. CO., INC. 


819 Ock Street, Kendealiville, indiana 


DEPENDABLE 


FOR 
85 YEARS & 
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New Shields Prevent 
Tractor Trampling Crops 


7 OOIKER Mfg. Co., Hull, Iowa, 

has announced a new set of 
shields, Koyker Crop Saver 
Shields, designed to prevent trac 
tor wheels from trampling matur 
ing row crops. Other Koyker 
Shields permit tractors to operate 
in corn fields blown down by high 
winds 

Koyker Crop Saver Shields can 
be used while any implement or 
set of implements is being used 
They do not interfere with culti- 
vators, sprayers, weed burners, de- 
foliators, etc., and are easily re- 
moved and replaced. 

Each shield is specially spring 
mounted after the manner of Koy- 
corn shields. This principle 
permits shields to “float” and 
gently push branches of plants out 
of way. “Floating Action” 
permits operation in uneven fields 
and over contour of ground 

Shields are raised and lowered 
with implements on tractor by the 
power lift and have tailor-made 
mountings to fit all popular trac- 


+ 


Ker 


also 


ors 
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A-C Elects Oberlink 
New Vice President 


W A. ROBERTS, 
eAllis-Chalmers Manufactur 


ing Co., Milwaukee, Wis an 
nounces that the board of directors 
has elected a new vice president 
Boyd S. Oberlink, who has 
serving as assistant to the vice 
president in charge of Tractor 
Division 

Mr Oberlink joined’ = Allis 
Chalmers in 1934 as an industrial 
service man and demonstrator in 
the Tractor Division. In 1936 he 


president of 


been 


90 


B. S. Oberlink 


was named assistant supervisor of 
the Allied Equipment Department 
in the division. In 1940 he 
was named manager of the Tractor 
Division's Washington, D. C., of- 
fice. He returned to Milwaukee as 
assistant industrial 
in 1943 and was named assistant to 
the executive vice president in 
charge of the Tractor Div 
1946 

Oberlink attended Milli 
kin University and was graduated 
from the University of 


1932 


same 


sales manage! 


sion if 


James 


Illinois ir 


A-C Opens New Atlanta 
Branch Building .... - 


Mo THAN 350 dealers, terri- 
4 tory salesmen and company 
executives were present for the 
opening of the new Allis-Chalmers 
factory branch at 4646 Peachtree 
Boulevard, Atlanta (Chamblee) 
Georgia on June 21. 

The new 8-acre property offers 
modern and efficient methods for 
servicing agricultural and indus- 
trial dealers and was planned 
after a wide study of branch- 
house buildings and facilities. It 
is designed for the use of fork lift 
trucks, and a conveyor system 
speeds the packaging of repair 
parts The one-story structure 
contains 50,000 square feet of floor 
plus 8,000 square feet of 
for trucks and rail ship- 
Also included is a two-acre 
and fenced area for outside 
and special machinery 


space, 
docks 
ments 
paved 
parking 
handling 

All members of 
branch organization 
H. Polzin, manager; E. A 
well, assistant manager; 
Young, agricultural sales 
ager; and Claude M. Evitt, indus- 
trial manager, were host to 
the group of company executives 
and special guests who attended 
the opening of the Atlanta 


the Atlanta 
including E 
Con- 
Frank 
man- 


sales 


new 
branch house 
The Atlanta 


serves agricultural 


factory branch 
dealers in 
Alabama, Florida and 
eastern Tennessee; industrial 
dealers in South Carolina, Georgia 
Alabama and Florida. The Allis 
Chalmers Manufacturing Com- 
pany established the Atlanta 
branch in 1933 

Speakers at the meeting pointed 
cut that the expanded facilities 
were made necessary by the great 
strides in mechanization which 
the South has taken in the past 
decade, and the bright future 
ahead for the area, both agr 
culturally and industrially 


Georgia, 


(hci, 


es eee 
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Big 


e MASSEY-HARRIS SELF-PROPELLED 


Massey-Harris has opened new avenues of profits 
for their dealers with the Self-Propelled Corn Pick- 
er. Its big capacity, its high versatility in all weath- 
er, attract buyers. 

Twenty to thirty acres of clean corn each day 
is no trick with the Massey-Harris. The driver sits 
up front where he can see the rows and hit each 
stalk squarely. He's up out of the dust and dirt, in 
a safe, comfortable seat, with all controls within 
He 


shallow ditches and pull through soft spots where 


instant reach can work over terraces, cross 
other rigs would hesitate to go. Wet weather or 
dry, soft fields or hard the Massey-Harris Self 


Propelled is always ready 


With the Massey-Harris Self-Propelled, a trac- 


7 
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Capaci 


with the 
BIGGEST CAPACITY PICKER in the FIELD! 


1951 


ty Sales 


tor is freed for hauling corn or other work no 


attaching or detaching . no lost parts from one 
season to another 

Add up all these advantages, plus many others, 
and you can see why more and more farmers are 

Making it a Massey-Harris. 

Why don’t you investigate the profit oppor 
tunities of the complete Massey-Harris line? The 
branch nearest you will be glad to give you more 


information. 


The MASSEY-HARRIS COMPANY 


@ Racine, Wisconsin 
N.Y 
Kon 
Ore 
N. D 
St. Lovis, Mo 


Quality Avenue 
Columbus, Ohio; Dolias, Texas 
Memphis, Tenn 
Racine, Wis.; Stockton, Coif 
Grand Forks, N. 0.; Harrisburg 
Wichite, Kon 


Branches in Atiante, Go.; Batavia 
Des Moines, lowe; Kansas City 
Minn.; Omoho, Nebr.; Portland 
Sub-branches: Enid, Okla.; Farge 
Pa.; Los Angeles, Calif 


Minneapolis 


Meossoyhoiiis Bx 





ewes § STRATTON 


Wjide 
factory 


SUPERVISEO 
service 


Preferred power on portable power saws the world’s most widely used single- 


cylinder gasoline engines on hundreds of kinds and types of machines, tools, 
appliances used by industry, construction, railroads, oil-fields, and on 
equipment for farms and farm homes 


“VELOPED through years of building the right 
power for the toughest service, Briggs & Stratton 
single-cylinder, 4-cycle, air-cooled gasoline 
engines assure the best in performance, long life, 
economy. Briggs & Stratton Corporation, 
Milwaukee 1, Wisconsin, U.S. A. 


In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 





M-M Assigns Mac Farlane 
Te Avery Plant.......-- 


pra sy IS-MOLINE Co. re- 
4 cently announced that Wayne 
H. Mac Farlane has been assigned 
to the Avery Plant, Louisville, 
Ky., as liason officer between the 
Avery organization and the home 
office in Minneapolis, Minn 


Be. 7 
W. H. Mac Farlane 


Mr. Mac Farlane started with 
the company in 1935 as a shop 
worker in the Lake Street Plant 
and became chief clerk in the 
superintendent's office in 1937. He 
was appointed assistant mechan- 
ical superintendent in 1938 and 
assistant general superintendent 
ing 1942. He spent 1943 to 1946 in 
the Army. In 1947 he was ap- 
pointed materials and supply man- 
ager of M-M, which position he 


will continue to hold 


on 


Bon Grussing to Head 
Scrap Metal Committee 


B° D. GRUSSING, advertising 
and sales promotion manage! 
for Minneapolis-Moline Co., Minn- 
eapolis 1, Minn., has accepted the 
chairmanship of the Scrap Mobili- 
zation Committee for that area 
according to W. C. Mac Farlane 
president and general manager of 
M-M 

E. W. Greb, acting director 
Salvage Reclamation Division, De- 
partment of Commerce, NPA, re- 
quested Mr. Grussing to serve in 
that capacity 

The scrap committee headed by 
Mr. Grussing will seek particular- 
ly dormant scrap, such as obsolete 
machinery, tools, equipment, jigs 
dies, and fixtures. The Korean 
situation has caused a shortage of 
vital scrap material, and the NPA 
IS Organizing scrap committees 
throughout the country 
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Hanson Brodjet Sprayer 
Eliminates Boom Use .. . 


si HANSON Brodjet sprayer 

product of the Hanson Chem- 
ical and Equipment Co., of Beloit 
Wis., is said to be entirely dif- 
ferent from any other sprayer on 
the market, Hanson has eliminated 
the boom on the sprayer, and in 
place of it uses two arms—one 
side of the tractor—which 
are easily controlled and handled 
by the operator and which 
claimed to do as efficient a job as 
the largest boom 

The manufacturer has 
available a new free booklet show- 
ing details of the Brodjet principle 
of spray application. The book 
shows different types of orifices 
for all phases of spray application 
from narrow to wide swaths 
or high gallonages and stock and 
crchard nozzles 

The booklet is free upon request 
to the manufacturer 


on 


each 


are 


now 


low 
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New Farm Elevator Added 
Te Universal Lime .... 


NEW model, identified the 
d Universal Champion, has been 
added to the line of Universal farm 
elevators manufactured by Indus- 
trial Engineering & Manufacturing 
Company, Inc., Brimfield, Indiana 
The “Champion” is specially de- 
to meet the of the 
average to small farmer for a low 
priced farm elevator 
This new model comes in three 
elevator trough lengths—24, 28 
and 32 feet. Trough width 
is 12 inches flaring to 16% inches 
Chassis is of sturdy angle iron 
completely welded. The head 
and boot assemblies are equipped 
with Fafnir Mechano ball bear- 
ings, permanently oiled and double 
sealed. Flights of 3/16" x 
214” steel spaced on two strands of 
No. 55 open-link chain 


as 


signed needs 


inside 


arc 


are 


The 


gauge 


hop 


ste 


dragline 
hi-tensile 


length, and is equipped with per 
double-sealed Faf 
Sturdy 
£ mechanism 
for 
into 


manently oiled 
nir Mechano ball be 
coil spring hoistin 
permits easy li 
truck wagon to t 
unloading position 


or 


The Universal Champion car 


operated by gasoline 
motor or by tr 
take-off drive 
sal sliding motor base 


tric 


power 
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inates need for clutch, permits easy 
disengaging of motor for starting, 
and also provides means for ad- 
justment of belt tension 

Also included in the Universal 
line are the Universal De Luxe 
Model 101-H in lengths from 24 to 
52 feet, and the all-purpose Uni- 
versal Club in 16 and 22 
feet 


lengths of 


° 


Harvester Co. Announces 
New Two-row Planter .. 


{bn new C-277 two-row Black- 
land planter for the Farmall C 
has been designed especially for 
planting cotton, peanuts, corn, and 
similar crops on beds previously 
made with a middlebuster, accord- 
ing to International Harvester Co., 
180 N. Michigan Ave., Chicago 1, 
Illinois. It will plant 36 to 42-inch- 
spaced rows 

Each ground of the 
C-277 planter consists of a tool bar 
bolts for quick-change at- 
taching to the C-254 forward 
mounting frame, a sweep stand- 
ard to which sweeps of various 

* can be attached, a shovel- 
opener, and two 
friction-tr shovel coverers. Regu- 
lation of depth and and 
lowering the sweeps is by two-way 
action of hydraulic Farmall touch- 
Four types of hoppers 
(single-seed se-feed, Rich- 
mond-type, and Duplex) are avail- 
able 

The 


new 


unit 
init 


with 


type seed furrow 


f 
I 
ip 


raising 


control 


reve! 


mechanisms are 
from sprockets at- 
tached to stub shafts extending 
from the tractor brake drum hous- 
ing. This is said to uni- 
form-speed drive of 


und conditior 


hopper 
chain driven 


assure a 
regardless 





Dual-Purpose Earth Auger 
Introduced by Mall Tool . 


NEWLY designed portable gaso- 
line engine earth auger, that 
also converts to chain sawing, is 
now being produced by the Mall 
Tool Company, 7725 S. Chicago 
Ave., Chicago 19, Ill. Equipped 
with 30 inch augers in either 6, 9 
or 12 inch diameters, it can be 
carried anywhere for drilling holes 
for fence retaining wall 
supports, planting seedlings, pow- 
er and communication line poles, 
guard-rail posts, grease traps and 
drainage sink beds. New magne- 
sium alloy castings are used to cut 
weight to a minimum without sac- 
rificing strength 
To convert it to chain sawing, 
the digging attachment is removed 
and replaced with a chain saw as- 
sembly, which is available in cut- 
ting capacities from 18 inches to 7 
feet. The digging attachment is 
also available separately for pres- 
ent owners of Mall Model 11 gaso- 
line engine chain saws and fits di- 
rectly on the engine. With this one 
engine and both attachments, post 
and pole timber can be felled, cut 
to size and placed in the ground 
faster and more economically 


posts, 


° 


Powell Purchases Tiger, 
Dayton Transplanter Line 


4k POWELL Supply Co., Inc., 
Wilson, North Carolina, an- 
nounces the purchase of all manu- 
facturing rights, dies, patterns, and 
inventory of the Tiger and Dayton 
transplanters from Brown-Manly 
Plow Co., Malta, Ohio 


94 


The new earth auger 
introduced by Mall 
Tool Co. may be 
carried anywhere 
for drilling holes the 
proper size for many 
purposes. To con- 
vert the unit to 
chain sawing, the 
digging attachment 
is removed and re- 
placed with a chain 
saw assembly. With 
the one engine and 
two attachments, 
post and pole tim- 
ber can be felled, 
cut. to size and 
placed in the ground 
fast 


At the present time, plans in- 
clude manufacture of a complete 
line of repair parts for machine: 
now in use. It is not known at this 
time if the firm will resume pro- 
duction of the complete drawn 
type machine formerly manufac- 
tured by Brown-Manly 

The Powell Supply Co., also 
manufacturers of the Melvin trans- 
planter, extends an invitation to all 
Tiger transplanter dealers and dis- 
tributors to contact them for their 
requirements for this line 


> 


Everite Introduces New 
Mid-Jet Water System. . 


5 i Mip-Jet Fig. 4004 horizon- 


tal jet package system for 
deep wells is now being 
factured by the Everite Pump and 
Mfg. Co. Inc., Lancaster, Penn 
Compact, the unit measures only 
18 x 1842 inches, yet has a capacity 
up to 540 gallons per hour 


manu 


The Mid-Jet is a complete 
packaged horizontal jet pump 
direct connected to a single % h 
p. capacitor motor, with built-in 
everload protection, pressure 
switch set at 20 to 40 Ibs. and an 
8 x 14 inch galvanized tank ap- 
proximately three gallons capaci- 
ty, complete with 1-inch foot 
valve, jet assembly, dresser coup- 
lings, and control valve 

The system was designed and 
built to meet demands where a 
large storage of water is not Im- 
portant and where fresh cold 
water is wanted right from the 
well, it was announced. The sys- 
tem will handle many faucets at 
one time 


° 


Comfort Intreduces New 
Grassboard Lifter ..... 


XNOMFORT Equipment Co., 2609 
e Walnut, Kansas City 8, Mo., 
announces a new lifter to raise the 
mower grassboard and positively 
and automatically prevent drag- 
ging or digging into the ground 
and fouling in weeds, heavy grass 
etc 

The grassboard automatically re- 
turns to normal running position 
when the mower moves forward 
A simple assembly attached to the 
end of the mower and the grass- 
board pivots according to the for- 
ward or backward motion of the 
mower to provide the positive auto- 
matic operation, Assemblies are 
available with choice of wheel o1 
shoe to fit most mowers 

Cutting height adjustment is 
possible from 0 to 4”. In addition 
to helping eliminate grassboard 
breakage, the lifter is said tc re- 
duce side draft on tractor and to 
for itself in one season in the 
replace- 


pay 
savings on grassboard 
ment 

Full details 


the manufacturer 


are available from 
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It’s Simple as A-B-Cs 
MORE READERS MEAN 
MORE BUYERS and 
MORE SOUTHERN 
RURAL FAMILIES 
READ FARM and RANCH- 
SOUTHERN AGRICULTURIST 
THAN ANY OTHER MAGAZINE 





, 


YOUR DIRECT LINE TO MORE BUSINESS 
IN THE ELECTRIFIED SOUTH... 


Farm and Ranch-Southern Agriculturist 
farm and ranch subscriber homes with elec- 
tricity total more than the total circulation 
in the South of any national magazine! Since 
1940 there has been a 527% gain in farm 
electrification in the South—more than 
double the national gain. This means a tre- 
mendous new market for electrical equip- 
ment and appliances of all kinds. You'll get 
your share of this vast market your share 
of the sales and profits when the products 
you sell are advertised in Farm and Ranch- 
Southern Agriculturist! 


ARM» 


CIRCULATION GUARANTEE 
1,290,000 


County by County . . Farm and Ranch- 
Southern Agriculturist 


e Saturates the Southern rural market. . . 

e And its circulation parallels the distribution of farm income 
in each of the 15 Southern States... 

e Reaching a greater total purchasing power in the rural South 
than any other magazine. 

To increase your sales...make it easier for your dis- 

tributors, wholesalers and retailers...don't be satis- 

fied with second-best—get the best coverage of the 

Southern and Southwestern farm and ranch market. 

Write, wire or phone for the number of Farm and 

Ranch-Southern Agriculturist subscribers in any 

Southern or Southwestern county. Compare these fig- 

ures with the second farm publication—and you'll be 

convinced! 


e wk 1 Atlante 3 Dollas 2 
122 . 42nd St 410 Forsyth Bidg 2027'/) Young St 
lemer 8811 it 


MUrray Hill 5-6815 


—— 


SOUTHE 


AGR 


(cut 


URIST 


Farm ond Ranch 
Publishing Co 

318 Murfreesboro Rood 
Nashville 10, Tenn 


Telephone: 42-5511 
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Chicago 1 
333 N. Michigan Ave 
Dearborn 2-5182 


les Angeles 17 
Sumpson-Reilly, Lid 
318 Halliburton Bidg 
1709 W. 8th St 
DUnkirk 8-1179 


Son Francisco 3 
Sempson-Reiily, Ltd 
814 Central Tower 
703 Market St 
Dougles 2-4994 





New Easy Way Ledr Hitch 
For John Deere Balers . . 


| oe John Deere Automatic bale: 
owners, the Weiss Sales Co., 


Glenbeulah, Wisconsin, is produc- 


ing the new, perfected Easy Way 
Lodr-Hitch 

According to Melvin Weiss, 
president of the company, the 
speedy installation (less than 30 
minutes) of the Lodr-Hitch right 
in the field has increased the 
profits of owners doing custom 
work as much as 30 percent 

Speed of installation is 
plished by the following factors 
No welding or drilling of holes is 
necessary; the Hitch Point can be 
adjusted to accommodate various 
wagon tongues by changing the 
setting on the telescopic pipe; one 
model will fit both engine and PTO 
balers; the bale chute has simple 
vertical adjustment and no altera 
tion of baler is necessary in any 
way; and the Lodr-Hitch comes 
complete with nothing else to buy 
or attach 

Proper designing of the hitch 
eliminates undue stress on the 
baler, while the bale chute is con 
structed of heavy gauge 
steel, properly reinforced for long 
and heavy use 

The Easy Way Weiss Lodr-Hitch 
is said to have the following ad- 
vantages: It delivers the bale di 
rectly to the wagon; the hitch is 
self-supporting and no heavy cast- 
er wheel is present to catch in dead 
furrows or trouble. The 
wagon release can be controlled 
from the tractor, and a new 
flanged swivel is more flexible to 
eliminate interference with the 


accom- 


sheet 


cause 


% 


operation of the baler, regardless 
of terrain 

The wagon hitch need not be re- 
moved to put the in any of 
its three transport positions. Po- 
sition No. 1 with Lodr-Hitch at- 
tached to the baler in its most 
compact form enables the user to 
transport the PTO baler on 
way with an §8-foot clearance 
(slightly less on motor baler.) Po- 
sitions No. 2 and 3 provide gate 
clearance for 12 and 14-foot gates 

Free illustrated literature can 
be obtained from John Deere deal 
contacting the Weiss 
Glenbeulah, Wisconsin 


bale 


high- 


ers or by 
Sales Co., 
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Lightweight Rollers for 

Park Challenger Mowers 

, ROSEMAN Mower Corpora- 
tion of Evanston, Illinois, man- 

ufacturers of gang mowers 

nounces the adoption of their new 


an- 


The Roseman Mow- 
er Corp.'s new hol- 
low roller mower 
units now being 
used as standard 
equipment on its 
Park Challenger 
model for Ford, 
Ford-Ferguson, and 
Ferguson tractors. 
The elimination of 
heavy cast iron roll- 
ers is said to be a 
step forward in de- 
veloping a complete- 
ly non - breakable 
mower unit 


SOUTHERN FARM EQUIPMENT Section for AUGUST, 


improved lightweight hollow roller 
units as standard equip- 
ment on their Park Challenger 
model for Ford, Ford-Ferguson 
and Ferguson Tractors 

“The elimination of heavy cast 
iron rollers formerly used, is an 
other step forward in the devel- 


mower 


opment of a completely non-break- 


able mower unit. With the threat 
ened shortages. of parts and ma 
terials, equipment requiring little 
or no replacement of parts, due to 
breakage, should prove invaluable 
to users who are responsible for 
the maintenance of parks, schools 
institutions and industrial lawn 
during the uncertain years 

according to J. A. Rose- 


areas 
ahead, 
man, Jr., 

“Also incorporated in the design 
of the new Park Challenger are 
several additional improvements 
which contribute to its flexibility 
for fast and efficient mowing op 
erations. These features will save 
many labor-hours and permit the 
lawn areas at the 


vice-president 


maintenance of 
lowest possible cost.’ 

Detailed information is available 
from the manufacturer 
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M-M Establishes Two 
New Sales Divisions 
MOLINE Co 


coer - 
4 Minneapolis Minn 
nounces the establishment of twe 
new sales divisions—the South 
eastern division and the East Cen 
tral division—with headquarte: 
in Atlanta, Ga., and Louisville 
Ky., respectively 

The Southeastern division will 
cover all of Florida, Georgia 
South Carolina, and parts of North 
Carolina and Alabama. C. W 
Brawdy, formerly divi- 
sion manager in the South, is mar 


an- 


assistant 
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A Dozen 


I suppose every retailer in the coun- 
try could use some more sales help 

particularly if he could get really 
good salesmen, well-trained, and 
ready to work for nothing! 


It’s not as impossible as it seems. 


Pumps Sell 


There are some products that can 
do a lot of selling for you. That is. 
their sale makes their owner an 
immediate prospect for other mer- 
chandise merchandise he previ- 
ously had no use for. Take pumps, 
for example. We at Goulds spent a 
full vear in studying the related sales 
that came to our dealers as the direct 
results of Goulds pump sales, This 
related volume averaged 624 of 
the retail price of the pumps. 


Here's a graph that indicates how 
the average pump-and-follow-up 
sales were broken down: 


More Salesmen ? 


by R. C€. Broyles, Sales Promotion Dept. 


Goulds Pumps Ine., Seneca Falls, N.Y. 


The Goulds Line 


Stocking and featuring the complete 
Goulds line of domestic water sys- 
tems is like hiring the super-sales- 
men described above. No other type 
of merchandise pays bigger divi- 
dends! Pump profits themselves are 
certainly worth while — and when 
vour related sales average more than 


600°... you'll agree that pump selling 
really pays off. 

Goulds dependability and the fact 
that it’s a complete line assure 
you of maximum profits. Goulds 
promotional program makes your 
pump selling easier, cheaper and 
more effective. Why not write our 
Sales Promotion Department, Sen- 


eca Falls, N. Y.. for details? 








RELATED 
SALES 
because of 
PUMP SALE 


LATER 
RELATED 
SALES 
traced te 
ORIGINAL 
Pump PUMP SALE 


and 
TANK SALE 
INSTALLATION 





Dealers Enthusiastic 


Dealers who have capitalized in the 
past on the selling power of Goulds 
water systems know what we're talk- 
ing about. One wrote us: “Your 
pumps do more selling than any- 
thing I've ever handled. When I 
move a pump, | know that my cus- 
tomer is a red-hot prospect for doz- 
ens of other items——from bathtubs 
to garden hose —that he had no use 
for without the pump. And I've 
found my customers enthusiastic 
about Goulds pumps .. . 
back to me as the Goulds dealer for 
all their related equipment.” 


coming 





Sell pumps -pumps sell! 





Advertinement 
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ager of the division. R. J. Kupper, 
formerly Dallas branch manager 
Avery, is assistant division man- 
ager; and Frank E. Westfall 
formerly a salesman in the Cen- 
tral division, is sales supervisor 

The East Central division 
érs eastern parts of Tennessee and 
Kentucky, Virginia, North Caro- 
lina, Indiana, and Maryland. Her- 
bert C. Harrell, formerly an 
Avery branch manager, is man- 
ager of this division, while C. W 
Spigener, formerly sales super- 
visor in the South, is assistant 
division manager. Russell F. Bosse, 
formerly a salesman in the South- 
western division, is sales super- 
visor, and A. R. Armstrong, for- 
merly in the Avery sales organiza- 
tion, is sales supervisor 

These divisions became 
tive July 1, 1951. 

Other changes in personnel an- 
nounced by M-M include the ap- 
pointment of W. E. Lee, formerly 
division manager of the Avery 
division at Memphis, Tenn., as as- 
sistant division manager of the 
M-M southern division at Mem- 
phis. O. G. Berry has been ap- 
pointed a sales supervisor in the 
Southern division. He was former- 
ly a salesman in the division. 


cov- 


effec- 


Two district managers also have 
been appointed for the sales terri- 
tory in the United States. H. R 
Colvin, formerly assistant to the 
general sales manager of M-M, 
has been named district manager 
to handle the northern, north- 
western, midwestern, southwest- 
ern, western, and Pacific divisions 
A. W. Huff, formerly vice presi 
dent of the Avery organization, 
will be district manager for the 
central, eastern, east - central 
southeastern. southern, and Texas 
divisions, it was announced 


+ 


New Planet Jr. Cataleg 
Available from Allen . 


~ L. ALLEN & Co., Inc., 5th & 
\e Glenwood Ave., Philadelphia 
40, Pa., has announced the avail- 
ability of a new two-color, 40-page 
catalog illustrating and describing 
the extensive Planet Jr. line 

Planet Jr. has manufactured 
garden and farm equipment for 
more than 80 years, In the catalog 
are representations of the up-to- 
date contributions for seeding, fer- 
tilizing and cultivating for work 
in the garden or farming on a 
larger scale. 


Brooks McCormick to Get 
IH Co. Foreign Assignment 


| goer: SPENDING 13 months in 
4 Dallas, Texas, as district sales 
manager, Brooks McCormick has 
returned to the Chicago office of 
the International Harvester Com- 
pany and will eventually be as- 
signed to a foreign division 

To replace McCormick, Ralph N 
Cox, assistant for the past three 
years, has been promoted to dis- 
trict sales manager and E. E. Bow- 
en becomes assistant district sales 
manager. Bowen, with 19 years of 
service, was transferred to Dallas 
from Amarillo. Cox started with 
the firm 22 years ago in Des 
Moines, la 

It was reported in Dallas that 
during McCormick's tour of duty 
in the district the firm's 
reached an all-time high 

A great-grandson of a brother of 
Cyrus H. McCormick, founder of 
the firm 119 years ago, Brooks is 
the only member of the McCormick 
family actively engaged in the 
business since the resignation re- 
cently of Fowler McCormick as 
board chairman. Two other mem- 
bers of the family remain on the 
board. 


sales 





FOR LOW-COST, TROUBLE-FREE 
DUSTING and SPRAYING—SELL 


Champion fits snugly on 
operator's back as he 
walks through greenhouse 
spraying to right or left, 
up or down. 


Here’s power to reach 


trees as high as 35 ft. 


DOUBLE-ACTION DUSTER 


This knapsack-type duster cuts 
time and labor costs by continuous 
flow of powder. Easy to use, fill and 
keep clean. Holds 17 Ibs 


CHAMPION HAND DUSTER 


Here is the ideal low-cost duster cus- 
tomers want. Durable bellows give 
strong pressure; puts dust where 
wanted, no waste. Weighs 5 Ibs 


ALL-PURPOSE, ALL-BRASS 
KNAPSACK SPRAYER 


Wherever there is any amount of 
spraying of any liquid, solution or 
acid to be done, you can recom- 
mend with confidence this Cham 
pion hand-powered knapsack 
sprayer. Uniform pressure of 200 
Ibs. in sturdy pressure chamber 
easily pumped as needed for mist 
or 35-ft. stream. Can be used with 
boom or gun. Non-corrosive con 
Struction assures long life. Weighs 
14 Ibs. empty; holds 414 gallons. 


Cover large area of crops 
quickly and effectively. 


Reach under lowest plants 


without bending over. 





GET PROFIT-MAKING FACTS . . . Champion dusters and 
sprayers are backed by more than a quarter century of scientific develop 
ment, precision manufacturing. They're built to perform and last. Many 
thousands in daily use throughout the world. Write today for complete 


information 


CHAMPION SPRAYER CO. 
6543 Heintz Avenue « 
Manufocturers of Portable Sprayers and Dusters 


Detroit 11, Mich. 
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Bring on your 


Recor’, 
a 





No matter how big the crop, New Idea 
Corn Pickers are right on the job to 
harvest more corn in less time . . . and to 
get more bushels per acre. Short, tall, 
tangled, or down corn makes little differ- 
ence to New Idea Corn Pickers. 

It's no wonder that New Idea dealers 
find that sales are easier—profits bigger. 
If there is no New Idea Dealer in your 


territory, write us today. 


expanded line 
' a a handling tools. 


The recent addition of New Idea—Horn 
Shredders and Wagon Boxes—to an already 
distinguished line of corn harvesting equip- 
ment has made the New Idea Dealer Fran- 
chise more important than ever before. 


/ 


steel wagon 


If it's a 
NEW [DEA yen 
— FARM EQUIPMENT COMPANY it’s a 
ICO 
————— 


good idea 


LAT 


j SUBSIDIARY A SiQeaiiiieies ae) ite) ¢ Bile), 
: \ an COLDWATER, OHIO, U. S. A he 
i i% 
a 





MEANS A FULL 
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ee 


Pick up down-tangled crops of small 
grain and beans. Fit all combines 








Makes your PRESENT disk a 
rigid, hydraulic disk — disks 
better, stays sharper, easier to 
handle. Acts as a disk trans- 
port. 


Hume 2. 
CROP GUARD 


Allows for high- 
speed cultivation of 
small plants without 
damage from lumps 
smothering 


Cuts and windrows green crops 
in one operation. Loader, be- 
low, completes high-speed, all- 
weather harvesting operation 





ALSO MANUFACTURERS OF Cut-Lode Marvesters, 
iifter Guards, Floating Cutter Bors. WRITE for 
details on the Hume and franchise. 


H. D. HUME COMPANY 


MENDOTA, ILLINOIS 





F&W Introduce New 
Economy Pump Line 


‘WO NEW pumps, designed for 

low first cost and economy of 
operation and maintenance, have 
been introduced by Flint & Wall- 
ing Mfg. Co., Inc., Kendallville 
Indiana. 

The shallow well jet pump will 
be recognized as the original F&W 
Bullet. It has been redesigned and 
equipped with a small 
tank to meet the low cost market 
This Fig. No. C8117 is available i~ 
% h.p. with capacities up to 55° 
gallons per hour, Unlike the F&W 
Varijet, it does not incorporate the 
variable ejector principle 

The deep well jet pump is a 
completely new pump designed to 
meet the same kind of market 
conditions. It is similar to the F&W 
single stage deep well jet pump 
but does not incorporate the auto- 
matic control valve or the Speedi- 
change cartridge type rotary seal 
These features are replaced with 
the ordinary rotary seal and a 
manual set control valve. This 
pump is available in Fig. No 
C6843, 14 h.p.; C6845, 142 hy 
C6847, 34 h.p., with 
1030 gallons per hour 


ana 


Capacities to 


_ 


Oliver Introduces New 
Radius-Curve Plowshare 
NEW 


A rounded 


which replaces the old sharp angle 
point, has been announced by The 
Oliver Corp., 400 West Madisor 
St., Chicago 6, Ill. The new 
is the result of several years of 
engineering research and complete 
redesign of the company’s replace 
able Raydex provide 
greater efficiency and economy in 
all types of plowing, according to 
Merle S. Tucker, Oliver vice presi- 
dent in charge of distribution 


featuring 


radius-curve tip 


plowshare, 


share 


share to 


Two new low-cost 
economy pumps in- 
troduced recently 
by Flint & Walling 
Mfg. Co. At left, 
the shallow well 
jet pump equipped 
with a small pres- 
sure tank to meet 
the lost cost mar- 
ket, available in “%4 
h.p. with capacities 
up to 550 gallons. 
Right. the deep 
well jet pump 


pressure 


Advantages claimed for the new 
design, which is now in regular 
production, center on increased 
efficiency and economy, The radius 
curve is said to provide bette: 
penetration because of lower re- 
sistance to hard ground and 
gravelly The same feature 
provides a wider area for distribu- 
tion of shock and strain, with less 
possibility of point breakage on 
stones and other obstructions 

Fuel savings are claimed 
through lighter draft, and these 
may be further amplified by 
higher plowing speeds to save both 
fuel and time 

In addition to the 
provements, the new 
heat-treated for 
and is stress 
g edge to 


soil 


design im- 
share is 
pecially added 
toughness throughout 
annealed along the fittin 
prevent breakage 
The new unit 


In five sizes to 


will be available 
plowing 
These re plac e eight 


shares 


meet all 
requirements 
izes of regular and short 
The new design accomplishes 
aving in materials, which is de- 
sirable from the present material 
Situation, it Was an- 
nounced. The new shares fit all 
Oliver plows now owned by farm- 
ers to which the old Raydex is at- 
tached, 


scarcity 
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* In 1951 we offer advanced designing 
for longer wagon life, more convenience, 
heavier pay loads — plus famous 
SLECTRIC dependability and valve.. 
the finest line of wagons in all 
ELECTRIC'S 6! years. 

Note their selling features. 


WRITE FOR THE NAME OF 
YOUR NEAREST DISTRIBUTOR 
ELECTRIC WHEEL CO 

2805 CEDAR STREET 


QUINCY, ILLINOIS, U.S.A 


The new ELECTRIC Model 727 flare type wagon box 
has all of these selling and service features: heavy gauge 
galvanized steel body resists rust, acid, and wear; one- 
piece formed sides with a substantial lap underneath the 
floor give added support; sliding type endgote, which 
con be locked in either open or closed position, is easily 
operated by one-piece lift bar; extra heavy tongue and 
grooved floor (of specially treated lumber to prevent 
decay) is sturdy and GRAIN TIGHT; lower and wider 
body can be used with mechanical corn pickers, com- 
bines, etc.; lorger capacity and high quality at low cost 


THE WAGON 


A COMPLETE LINE 


ELECTRIC offers ao com- 
plete line of wagons to 
meet every farm need 
Both auto steer and fifth 
wheel models ore avail 
able, with carrying capoci- 
ties from 6,000 to 10,000 
pounds, ond reoches ad- 
justoble from 7 to 12 feet 
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MODEL 650 


Greater capacity and 
greater strength moke 
ELECTRIC wagons the 
leaders in their field. De- 
signed for use with either 
standard bolsters or spring 
bolsters os illustrated be- 
low. The bolsters ore stur- 
dily built of heavy formed 
steel with stakes adjustable 
for o 38” or 42” box. 











NOT ONE...BUT 
two new 
profit packed 
pumps 


Fig. 4003-4004 


shallow and deep well 


Jet Systems by 


EVERITE 


® Greater Capacity per dollar. 
® Low Installation Cost. 
© Priced Right. 
: FREE. Send for 
this Bulletin No. 
300. It gives com- 
plete details on 
the profitable 
Everite Horizontal 
Jet line that will 
meon faster prof- 
its for you. 


PUMP & MFG. CO. 


614 N. Prince Street, Lancaster, Pa. 


“Makers of a Complete Line of Qual- 
ity Water Systems for over 27 years” 











iH Exhibits Traveling 
Through Five States .. 


range of people in more 
than 50 cities in five southern 
states now are seeing the Inter- 
national Harvester exhibit in the 
Tennessee Valley Public Power 
Association’s traveling home and 
farm electrical exposition. Expec- 
tations are that by the time the 
tour ends on November 1, some 
500,000 persons in Alabama, 
Tennessee, Virginia, Kentucky, 
and Mississippi, will have seen the 
€xposition, which resembles a 
giant motorized circus as it moves 
from town to town 

International Harvester Co., 180 
N. Michigan Ave., Chicago 1 
Illinois, is exhibiting its home 
freezers, ““Femineered”’ refrigera- 
tors, and McCormick parlor milk- 
ers, milk coolers, and cream 
separators 

The IH refrigerator and freezer 
exhibit, which is typical of a 
metropolitan home show, is built 
into a 40-foot truck trailer, the 
side of which is lowered to display 
the products and allow visitors to 
pass through. On exhibit are two 
freezers and five refrigerators, as 
well as a “color changer” to dem- 
onstrate how the IH refrigerator 
door handle can be color-keyed 
to kitchens a cutaway com- 
pressor, and other display units 

Highly mobile, the exhibit may 
be driven to nearby towns and set 
up in the town square on days 
when no regular show is sched- 
uled 


e 


Megran Appointed to 
NPA Implement Division 


| wr B. MEGRAN, of Harvard 
Ill., has been appointed di- 
rector of the Agricultural Machin- 
ery and Implements Division of the 
National Production Authority, U 
S. Department of Commerce 


Mr. Megran succeeds A. King 


McCord, who has returned to his 
position as president of the Oliver 
Corporation in Chicago 

Mr. Megran is president and 
general manager of Starline, Inc., 
and has been deputy director of 
the NPA Agricultural Machinery 
and Implements Division since it 
was organized in April, 1951 


¢ 


Merrill Named to NPA’s 
Implements Division . . 


5 APPOINTMENT of R. D. Mer- 
rill, The Oliver Corp., as 
Branch Chief of the Agricultural 
Machinery and Implements Divi- 
sion of the National Production 
Authority has been announced by 
the Washington office of NPA 

Mr. Merrill was granted a leave 
of absence from The Oliver Cor 
poration to accept the defense post 
where he will be responsible for 
the administration of programs 
necessary to provide tractors and 
other machinery for expanded 
United States food and fiber pro- 
duction goals. He will serve in the 
U. S. Department of Commerce 
and work closely with the Depart- 
ment of Agriculture in arranging 
procurement of materials and sup- 
plies for farm implement manu- 
facturers 

Mr. Merrill has been with Oliver 
for more than 30 years, having 
started his career at Battle Creek 
for the Nichols and Shepard Com- 
pany which is now Oliver's hat 
vesting machinery plant. He has 
had wide experience in the field 
and in management capacities in 
Montana, Kansas City, St. Louis 
and other important farming ter- 
ritories, and is well known 
throughout the industry 

J. O. Cunningham succeeds Mr 
Merrill as Oliver merchandising 
manager in charge of all advertis- 
ing and merchandising activity for 
the company Mr. Cunningham 
joined Oliver in 1946 
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Farmers Prefer 


RON AGE” 


says prominent Massachusetts Farm Equipment Dealer* 


That’s what dealers all over the country are saying . .. “‘Farmers 
in our territory prefer Iron Age!’’ You, too, can make more 
sales... increase your volume. ..with the exc/usive features that 
keep Iron Age sales skyrocketing higher year after year! Look 
over the Farquhar Iron Age line! Send the coupon for complete 
information about a Farquhar Franchise for your area. 


*R. R. Skibiski, President of 
Roman R. Skibiski, Inc., 
Sunderland, Mass 


Here's what Mr. Skibiski says about 
Farquhar 1RON AGE Farm Equipment— 


“We have sold Farquhar Iron Age Farm 
Machinery for many years. Due to the de- 
pendability of Iron Age products and the 
fine way that the Farquhar Company 
stands back of its products, we have had 
many repeat sales. Farmers in our territory 
prefer Iron Age Machinery to any other.” 


New Iron Age Tall-Trac Sprayer 
This unique, self-powered, Iron Age Tall- 
Trac for spraying protects corn, tobacco 
and other crops too high for ordinary 
sprayers. Folding booms adjustable for 
under clearance up to 7 feet. Tread adjust- 
able up to 144 inches. Complete line of Iron 
Age folding booms for high or low pressure 
work. Tall-Trac Dusters also available 


POTATO AND VEGETABLE PLANTERS RANSPLANTERS 
SPRATERS OUSTERS POTATO DIGGERS - DERS 


MANURE SPREADERS CONVEYORS WWICE PRESSES 


PLANT AND SPRAY TWE [ROW AGE WAY 


r 
New Iron Age Orchard Mist Sprayer 
Double axial blowers spray from either 
or both sides, high pressure breakup 
assures right droplet size and unique 
nozzle arrangement directs mist in uni 
form velocities and quantities to top 
and bottom branches 


SPRAYERS 


Complete line of low and high pressure 


IRON A 


sprayers for orchard, row crop, cattle 
and pen spraying. Available with booms, 
guns, single or double spray heads. De 
signed for maximum coverage at amaz 


ingly low cost! 


A. B. FARQUHAR COMPANY 


IRON AGE “LIVERMON’”’ 
PEANUT COMBINE 


A true combine in its operation! It 
picks up the vines from the windrow, 
feeds them through the picking unit, 
and bags the thoroughly cleaned pea 
nuts—all in one operation! The Iron Age 
Combine is a tractor-drawn, two-man 
operated unit: one man operates the 
tractor, while the other rides on the 
bagging platform 

f the features of the 
new Farquhar Combine: Positive feed 
pickup, made of steel for durability. 
Clutch conveniently located for 
stopping and starting of the unit. Com 
pletely adjustable intake cylinder with 
adjustable spikes. Self - aligning anti 
friction main permanently 
sealed against dirt and weather. Heavy 
chain and sprocket drives at front cyl 
inder and pickup for positive action 


Here are some 


casy 


bearing 


Farm Equipment Division, 1993 Duke St., York, Penna. 


You bet I'm interested in 
Send me details, quickly! 


Name 


Company 
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my profits with the Iron Age Line 








Available for the first time is this new windrow pick-up for the New 
Holland field forage harvester. Spring tooth reel and pick-up fingers 
offer more positive feed action to boost capacity of the machine up to 17 
tons per hour in green hay crops. The new attachment gives same clean- 
sweeping action proved by New Holland baler pick-ups. Greater ground 
clearance offers protection against stones and rough ground. Overall 
width, 60%"; effective pick-up width, 54”: weight, 490 lbs. Bearings are 
sealed ball and impregnated bronze bushings. Pick-up and reel drive is 
stee] roller chain. Pick-up is attached to the base unit with four bolts and 
is available for either the self-powered or power-take-off models. 
Further information available from New Holland Machine Co., New 
Holland, Penn. 























~ = =: 
— 
NEW HUMBOLOT MODEL G CUTTER @ SHREDDER 








HUMBOLDT CUTTER & SHREDDER | 


Here's the FIRST Cutter . . . the FAVORITE Cutter among Cotton Growers. The 
HUMBOLDT CUTTER & SHREDDER cuts, rips, shreds and scatters the stalks—resulting io 
cleaner plowing, greater soil fertility and better pest control. The new HUMBOLDT features 
heavier, more rugged construction, larger stalk receivers and completely shielded belts and 
pulleys. Guaranteed workmanship and materials. Remember, there are thousands of satis 
fied HUMBOLDT customers! Write or contact us NOW for full details 





HUMBOLDT 
tributed in the South By HYDRAULIC LOADER 
Dis ow COMPANY 
SOUTHERN PL wen The lowest priced Quality Loader on 
Oehes. 9 the morket. Rugged, dependable, 
PANY economical—a nation wide favorite 
McNEES SALES cos Models for most populor moke trac 
Memphis, Ter tors. On Allis-Chalmers WD — it 
PANY works right off regular pump. Full 
iMPLEMENT sauss com line of attachments 
org" 
a! New! New! NEW! Get all the focts now on the ne 
Humboldt mounted cutter for International Pickers 


a: oibaugh MFG. CO. HUMBOLDT, |OWA 








Beware the 
Trade In Trap 


(Continued from page 86) 


be pointed out that no one wants 
to pay as much for a rebuilt trac- 
tor—certainly not as much for an 
old one “as is”—as it cost factory 
new 

However, the blame doesn’t rest 
entirely with the farmer. The 
blame must be placed upon those 
Cealers who encourage this type of 
dealing 

Most of these wild traders are 
new in the business. They see an 
opportunity to get one of their 
tractors on a farm where they 
couldn’t under normal conditions 
Hence, they deliberately overbid 
to get a competitive tractor off a 
farm, and, at the same time, get 
one of their own on it 

But what they fail to see is this 
They have a used competitive 
tractor on their hands to get rid 
of. If they put that tractor up 
rebuild it they cannot get a fac 
tory discount on parts, and their 
servicemen won't know the shor 
cuts in tearing down and re 
assembling the machine As a re 
sult, their costs soar out of propor- 
tion. But a few such experience 
don’t discourage their rashnes 
They see another way to beat 
game. They tractor “as is, 
red wit! 


tne 


absorbing ul 
one stroke. “As is” sales inva! iably 
bring in a dissatisfie 

breathe down the dealer 

matter how you fig 


factory substitu 


no sat 


business practices 
Trade-Ins Serve Purpose 


While some dealers may 
there is no way to get the 
the tractor trade-in situation 
individual dealer cannot let it get 
the best of him. The showing of an 
implement dealer making money 
from trade-ins under current con- 
ditions is not only a picture out ol 
focus, but one taken with a broken 
lens 

Admittedly, trade-ins serve a 
purpose. The rebuilding of the 
trade-ins helps keep the service 
department busy, and this work 
consumes parts from which there 
is a profit. Aside from these fac- 
tors, trade-ins seldom produce a 
direct profit for the dealer. It fol- 
lows, then, that trade-ins must be 
accepted on the basis of their 
salability after being rebuilt 

The least amount of “trading” 
the dealer can do, the better off he 


SOUTHERN FARM EQUIPMENT Section for AUGUST, 1951 





I sell 
the finest... 
I sell 
DEMPSTER! 





because my customers want 
quality water systems... 


My customers seem to want every last dollar's 
worth of value—no matter what they buy. They 
don’t plan on early replacement or needless repair. 
They expect and demand quality. I guess that’s why 
the Dempster Water System is the farmer's favorite. 
He’s seen that 73-year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it... 
and that’s why he insists on items from the famous 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm! 


SHALLOW - WELL 
JETMASTER — Only 
one moving part. No 








special pressure tank 
needed. Easily installed 
and exceptionally 
efficient 


MASTER — idea! for 
offset installation, or to 
be set directly over the 
well. Unusually simple 
iM Operation 
moving part 


DEEP-WELL JET- : 


only one 








DEEP WELL WATER 
SYSTEM — Positive 





lubrication. Modern 








design Available for 
electric motor of gaso- 
line engine operation 
Can be supplied with 
windmill attachment 


CENTRIFUGAL 
PUMPS — impellers 
are sem -enciosed for 
greater efficiency. Bal 
anced drive shafts ride 
on double Timken Bear 














ings. There are no better 





imngation pumps made 
than Dempster Centrif 
ugal Pumps 


America’s Quality Line of Farm 
Water Systems 


Pumps ® Tanks @ Windmills @ 


Irrigation Equipment 


WATER SUPPLY — Supply EQUIPMENT 


DEMPSTER 
MILL MFG. CO. 
Beatrice, Nebraska 
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The Puritan name has always stood for quality 
and always will. You can depend on each product 


bearing the Puritan name 


MAGNOLIA — Packed in in- 
dividual 
wrapped tubes. ideal for well 


burlap and poper 


rope. Send for free sample 


MALLISON WEBBING — 
Packed in Cut Bands stitched 
for immediate use or in 100 
ft. rolls. Send for free sample 


@ Weather resistant 

@ Light and strong 

@ Reasonably priced 
@ For general farm use 


Increase 
Clothes Line 
Sales 30°/,! 


Now wrapped 


ng ce 


: . 
*” Guaranteed by * 
Good House keeping 


va 


romapad MILL) 











LIFE-TIME 
g. VITALLOY *SOCKETS 


BUILD EXTRA 
¢\t ant 
yy 
vee 


cannins 








is. We are directing our efforts 
towards “unselling” the customer 
on trading, trying, instead, to 
“sell” him on making use of our 
service department. We do this 
with the thought in mind that no 
customer is going to be happy with 
a “deal” involving a trade-in in 
which the dealer breaks even 

Selling service meets with some 
resistance, but it is being over- 
come with logical reasoning. It is 
no more difficult than selling a 
rebuilt trade-in at its original list 
price when new. 


° 


Sales Aid 
(Continued from page 84) 


sonal interest in the customer 

“It pays to take plenty of time 
with statements,” she declared 
“Nearly every night I take home a 
pile of statements to which I add 
the personal message. Whether the 
statement goes to a slow account 
or to a valued customer who has 
stopped buying temporarily, we do 
not let it be merely a cut-and- 
dried statement of account.” 

When an account is only slight- 
ly past due, she writes across the 
bottom: “All bills due the 10th 


106 


of the month.” Another discreet 
reminder of a past due account is 
“We haven't seen you in a 
time.” 

When the account is 90 days 
past due, a short letter is attached 
stating: “We need a little help on 
your account. Can you help us out 
by coming in and making a pay- 
ment?” 

Mrs. Wilson said that while 
they own a book on credit letters, 
they never use them without dras- 
tic alterations 


——— 
ioneg 


Collection Letters 


“Cold or stern collection letters 
too frequently offend farm cus- 
tomers,” she explained. “The send- 
er of such a letter might never 
realize that sending it has cost him 
a customer, perhaps several cus- 
tomers. The recipient will tell his 
neighbors. Farmers are 
When they become slow in 
eccounts usually there is a 
reason. They are eager to hold the 
friendship of their dealer. And the 
right kind of collection policies 
cements that feeling of good will 

In three years of ownership 
Wilson has never been forced to 
repossess anything sold 

“Actually our policy on collec- 
tions goes into effect when we 
make the first sale,” Mrs. Wilson 
pointed out. “We grant credit 
cautiously, checking references 
and using our credit bureau 

“When the credit sale made 
we make definite arrangements 
for payment and record those ar- 
rangements to prevent misunder- 
standings. Perhaps the customer 
will have pigs to sell in June, or 
tomatoes later in the summer. That 
information goes on his account 
record, where it is checked so that 
statements will go out to him at 
the proper time 

“The very first statement will 
have a friendly comment in pen 
and ink: ‘Hope you got good use 
from your equipment.’ Or, ‘Re- 
member our fast, efficient repair 
service.’ ” 

Repair service accounts for a 
sizable number of _ statements 
each month. About $14,000 in 
standing charges for repairs cur 
rently is on the books 

Mrs. Wilson said that mu f 
this growing volume is created 
and developed through the penned 
notations on statements 

“It takes a considerable amount 
of extra work to add the nota- 
tions,” she admitted, ‘but the re- 
sults are worth the efort We 
keep a number of stock sente: ces 
worked up, which we use again 


proud 
thei 
good 


out- 


*h of 








BARGAIN — REPAIR PARTS 


lifferent GENUINE, NEW, hard 
f ernal 1 H 
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Write for list 
R. T. Ritter, Rfid. 14, Kaoxville, Tens. 
Phone 56 








and again. Yet, many of the notes 
are tailored for the individual. We 
try to know every customer, 
which enables us to pass on many 
a friendly individual greeting.” 

Sales Manager Woodrow Jolley 
works closely in cooperation with 
the collection department, headed 
by Mrs. Wilson 

“Sales and collections work for 
each other here,” he said. “Many 
of my customers tell me how they 
like the friendly little notes that 
Mrs. Wilson adds to the state- 
ments. They take the sting out of 
a dun and encourage customers to 
give us more business.” 

“We believe that friendship and 
collections can’t be separated 
especially in dealing with farm- 
ers,’ Mrs. Wilson said, “Actually 
we prefer our good accounts to 
charge their purchases rather than 
pay cash. Nothing is colder than a 
cash transaction, which so fre- 
quently is a final transaction. Our 
personalized monthly statements 
give us repeated opportunities to 
thank our customers and to en- 
courage their continuing to do 
business with us.” 


* 
Sidelines 


(Continued from page 78) 


saddlery and leather goods, gar- 
den tools, and fencing, all of which 
are prominently displayed 

In advertising their lines, own- 
ers of the company are firm be- 
lievers in the benefits to be de- 
rived from direct mail. The com- 
pany publishes a two-page news- 
paper each month giving farmers 
the latest information on 
that concern them. Included 
are descriptions of items the store 
sells, promotion that has had ood 
results 

‘For the past two years we have 
been without any outside sales 
force,” Stagg said. “With farm ma 
chinery becoming short again, we 
feel we are fortunate in having 
already set up a going farm hard 
ware department. It has really 
kept things humming for the past 
five years.” 


issues 


also 
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helps the“ 


FLEXIBILITY OF USE 


engines get the most from every pint of gasoline . . 
FINE QUALITY AT LOWEST COST. Sixty of oni, mse 
* production techniques, 
over 50 years farm equipment engineering experience result in low-cost, 
dependable construction the kind your customers want. Easy to start, 
easy to run ...a child can operate any Shaw Tractor. 
few Saw Attachment Felts Trees, Cuts Weed and Weeds 
CHOICE OPENINGS FOR DEALERS 
Write ter tree ietermation oe dealerships and éistributerships 
———--—-—- _— 





MANUFACTURING co. 


“DU-ALL” 
Riding 
Tractor 


“Du-All” Riding Tractor and “Peppy Pa! 
Walking Tractor sell themselves. Numerous attach 
ments help you to extra profits too, because they let Shaw Tractors seed, rake, saw 
wood, harrow, disc, cultivate, mow, plow and do hundreds of other jobs quickly and easily 


ECONOMY OF OPERATION. Patented, exclusive design assures maximum 
* power and bulidozer traction. Heavy-duty, tested 


give customers more for every dollar 


m A Tractor Line 


Profit Fro = gl tse 


That Hell 


Shraivwy, 


“DU-ALL” and “PEPPY PAL” 
Garden Tractors \ 


“PEPPY-PAL” 
Walking Tractor 


PLOW 
HARROW 
SEED 
CULTIVATE 
disc 

Mow 

RAKE 

SAW 
SNOW-PLOW 
BULLDOZE 





8308 Front Street, Galesburg, Kansas 





Cfarden ELL 
The REAL BUY for 
Economy and Ability 


@ Gardenfarm—A HEAVYWEIGHT with FINGER-TIP Con- 


trol. Heavy cast iron wheels for EARTH GRIPPING TRAC- 
TION. Motors equipped with 6:1 Gear Reductions for 
MAXIMUM POWER. IMPLEMENT CARRIER AND DEPTH 
GAUGE is STANDARD EQUIPMENT. 
Gardenfarm Implements are well built to rigid specifications 
Coupling is simple and quick. Additional implements are 
available upon request. 

@ 7-inch plow with point 

odjuster. 


© Cultivet dinctaisl 
and reversible. 


. Shs +“~y- 8-12 yo 
scs, gangs. 
justable. 





Middlebuster with 
a ale adjuster. 
(Sw » Serapes 
chovels mey be used 
on same foot). 
32-inch Sickle ber 
Greder; Adjustable 40- 
inch ee 

herrow— 
1 Toots oa edjustable. 





Zolty with 400x8 
Pneumatic rubber tires 
end brokes. 


For complete information write today. Exclusive territories ovoiloeble 


SOUTHERN TRACTOR MFG. CORP. 


CAMDEN, S. C. 
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Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 


trade prices. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS (RON & BOLT CO 
CARPENTERSVILLE, ILLINOIS, U.S.A est 





1873) 








AVIAN iE 


A 


Advertising ( : 
Ajax Hardware 
Alabama Mfg 
Alexander Mfge. Co 
Allen & Oo., 5. L 
Allie Chalmers Mfg. Co 
Aluminum Company of America 
Aluminum Goods Mfg. Oo 
American Chain & Cable C« 
American Manufacturing ¢ 
American Pad & Textile Co 
American Steel & Wire Co., Cy« 

‘ence Div 
Ames Baldwin-Wyoming Co 
Amplex Engineering, Inc 

Trap Co. of America 

y Corporation Hamilton Mfg 
Atkins & Co.. E. C ; Hanson Scale 
Atianta Fnvelope Co Heddon's Sor 
Atlantic Steel Co q Herschel Mfg 
Atlas Asbestos Ce } Hodell Chain ¢ 
Autoyre C Horrocks Ibbotsen ¢ 
Huenefeld Co 
Hume ( H. D 


Baird & Co. G. M 
Baker Brush Cc 
Barrett Div. Allied Chemical & 
ehe Cort 
ngs Spencer Ce 
Foundation Ir 
Stratton ¢ r 
t¢ 


Camillus Cutlery ¢ 

Campbe Chain Oo 

Ca ri J. 1 

Century Engineering Cory; 
Champion DeArment ¢ 

Champion Sprayer Co 

Chapin Mfg. Works, Inc R. } 
Chattanooga Implement & Mfg. ¢ 
Cheney Hammer Cort Henry 
hicopee Mfg 

Mark Bros 

emson Bros 

leveland Chain & Mfg 

‘linton Machine Co 

colorado Fuel & Iron Corp., Wickwire 
Spencer Steel Division 

ylumbian Rope Co 

onsumers Glue Co Chas. UV 
ymtinental Motors Cory Rubber C« 
rning Glass Works 2 n 2 I etroit Mfg 
yclone Fence Division t 

United States Ste 


ne Steel & Wire ¢ 
Hardware ( 
& Sons, Matt 


and Sessions ( 
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ge gr ahammar la ows po 
Here are five developments that news to- 
task All aoa dling on dpethdet poet i farm- 
ing, making it easier, and saving time and money for 


Many Case dealers are proving that demonstration 
pays off today as never before. Because farm help is 
scarce and hard to get, new equipment that simplifies 
the handling of this year’s crop especially is — 
now. Demonstration not only clinches immediate sales 
—but also creates customers for future requirements, 
J. I. Case Co., Racine, Wis. 


m Gas fuel equip- 
e factory-installed 
Series Case Trac- 


= plow Model “LA 





Case Utility Carrier. Simple steel 
frame latches on to Eagle Hitch, 
lowers for loading, rises for travel. 
Handles bags, bales, cans, livestock. 


New Case 4-Way Portable Elevator 
makes quick work of lifting and stor- 
ing bags, boxes, hay bales, ear corn, 
grain, chopped hay and straw. 











ae 


New Case Blower works fast with 
moderate power. Unloads wagons 
automatically. Folding hopper elimi 
nates backing with loads. Just what 
farmers asked for 


Mobile Case Hammer Mill latches 
on to three-point Eagle Hitch, drives 
from power take-off. Lifted for travel 


by tractor’s hydraulic control. 


WwW 








Very attractive two-color, all steel, dispensing 
rack. With cutting edge. The most complete 
tubular steel rack and will hold seven rolls. Rack 
has 16-inch measuring table with inches 
imprinted on table 


ina feet 


THE BEST KNOWN WINDOW MATERIALS 


FOR BUYER CONFIDENCE 


SOL-O-LITE—Extra Heavy Wax Cloth—-Retail Price, 60c Per Sq. Yd. 
GLAZ-FABRIK—Wax Cloth—High Grade—Retail Price, 50c Per Sq. Yd. 
NU-V-GLASS—Transparent—Laminated—Retail Price, 64c Per Sq. Yd. 


GLAZ-SCREEN—10 Mesh—Bright Galvanized Plastic-Coated W 
Retail Price, 14c Per Sq. Ft. 


GLAZ-SCREEN—14 Mesh—Galvanized Plastic-Coated Wire—I 


Price, 17c Per Sq. Ft. 
MANUFACTURING 


SOL-0-LIT COMPANY 


PIONEERS OF 24 YEARS PRODUCING WINDOW MATERIALS 


re 


GENUINE 
HEAVY Sol 


GLAZ-SCREEN 

EITHER IN MESH 

OR } MESH WIRI 
I ‘ 


SCREEN 





4301-05 WEST NORTH AVENUE CHICAGO 39 


ILLINOIS 





STRIBUTED BY RELIABLE JOBBERS EVERYWHE 
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~ {7 MIRRO-MATIC Display Stand FRE 


of extra cost when you buy 





Laa. tt: 
Only 3429 


ace! 
of counter of 


DEAL No. 9A12302M 


This beautiful, permanent fixture ef- 
fectively displays MIRRO-MATIC : yaa al 
“ ;° P 1“ iy spsiag 1-8M Permanent Display Fixture ($20.00 value!) FREE 

a? a i a «a 6-394M 4-gt. MIRRO-MATIC Pressure Pans $ 49.20 $ 77.70 
plete, convenient stock of MIRRO- 

meer cca , 2-396M 6-qt. MIRRO-MATIC Pressure Pans 22.10 34.90 
d 4 s - vavts ep, 

Se ee eee 1-398M 8-gt. MIRRO-MATIC Pressure Pan 12.00 18.95 
P P 1-No. A9908-S Replacement Parts Kit 14.89 23.50 


either side of the unit! Here is a 
completely self-contained MIRRO- $ 98.19 $155.05 
MATIC Pressure Pan department, / 
that gives your counter space a re- YOUR PROFIT $5686 PLUS $20.00 FIXTURE FREE! 
tail value of $24.51 per square foot! 
Gracefully designed and strongly Don’t miss this Deal! Get in 
made of non-warping plywood in touch with your MIRRO Job- 
a soft, grey, natural-wood finish, ber at ence! Shipments will be 

, tA , . : made in the order in which 
this hard-selling display fixture will 

> : ’ they are received . . . first come, 

flag traffic, stimulate demand, and Son eedt 
make more money for YOu! 





“Prices slightly higher in West 


ALUMINUM GOODS MANUFACTURING COMPANY . MANITOWOC, WISCONSIN 


FIFTH AVENUE BLOG... NEW YORK to MERCHANDISE MART, CHICAGO 54 
woriod's LARGEST MANUFACTURER oF ALUMINUM COOKING UTENSILS 
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BOOST SALES 


with 


Wide selection of quality McKay Chain meets your customers’ 
exact needs—offers you easier and more profitable sales. . . 
satisfied customers . . . steady repeat business. See your 
jobber, or write direct for details. 


McKAY HARDWARE CHAIN INCLUDES: 


© Cow-Ties © Sash Chain ® Log Chain 

e Tie-Outs * Jack Chain ® Sling Chain 

© Halters * Swing Chain © McK-Pacs (Proof & BBB) 
¢ "Silent Chain Salesman" Dispenser-Dispiay Assortments 


Write 442 McKay Building, Pittsburgh 22, Pa. 


THE COMPANY 
PITTSBURGH 22, PA. 


WELOING ELECTRODES TORE CHAINS 


A Good Name for Good Chain Since 1881 
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